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First in the Laundry Industry Since 1893 


Tall in the saddle: Frank Fite, Jr., uses a rented airplane in one phase of his search tor a suitable quick-service drive-in plant site in Tyler, Texas. See page 12 








Your 
shirts are 
your 
showcase 


You can’t take comfort from your starch job 
until he does, too 


No use relaxing until shirtwork volume shows you're 
getting them back. The man who wears the shirts is 
hunting for a starch job that keeps him looking fresh, 
feeling comfortable all day long. 

That’s your cue to get, or keep, his business. Size 
with VELVET RAINBOW to give him ezactly what he 
wants... crisp pliability in collar and cuffs, the soft 
ease he demands in the b« dy. 


VELVET RAINBOW STARCH =... 


Visibly better shirtwork, faster finishing . . . with 
VELVET RAINBOW Costs less than one penny for every 
five shirts. Call your jobber today. 
e . e 

Ask your jobber about Huron’s free newspaper mats 
and other promotional materials which are designed 
to help you sell your professional laundry service to 
the public. 


GUARANTEED Vevey RAM eOW 
VELVET WHEAT 


THE HURON MILLING COMPANY Executive Office: 3101 N. WOODWARD, P. O. BOX 9. ROYAL OAK, MICHIGAN 4 f 
Sales Offices: 9 PARK PLACE. NEW YORK 7: 161 E. GRAND AVE CHICAGO 11: 383 BRANNAN ST AN FRANCISCO 7 gq 
607 SECOND NATIONAL BLDG., CINCINNAT! 2. Factories: HARBOR BEACH. MICHIGAN ( 








The sturdy all-steel frame construction of 


COTTONBLOSSOM 


baskets, trucks and hampers 


proves--- 


w Beauty 


is more than skin deep! 





— 
































Under the good-looking, 
canvas-covered body lies a heart of 
stee)! This mode) and a)) other 
Cottonblossom baskets are fab- 
ricated and assembled in our Atlanta 
plant. The heavy duck canvas 
is woven on Col. Cottonblossom’s own 
looms. Notice the distinctive features 
of the frame: rounded corners to insure No. 30 General Utility Truck 
against snagging, securely fastened cast- | 
Order from your favorite 

supply jobber today! 


ers and uprights welded to an all-steel bottom. 


SOUTHERN MILLS, INC. 24 conoscecou 


585 Wells Street, $. W., Phone Jackson 4-1991, ATLANTA my = 1 Laundry Textiles 


10-103 Merchandise Mart, Phone Delaware 7-5193, CHICAGO 54 4s \ Sold by Distributors 
1641 South McGarry Street, Phone Richmond 7-0261, LOS ANGELES 21 rey annhete 
1627 West Fort Street, Suite 515, Phone Woodward 1-9673, DETROIT 16 yw i 


4924 Greenville Avenue, Phone Forest 8-4377, DALLAS 6 2 
233 Broadway, Phone Beekman 3-9260, NEW YORK 7 TONE 
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The Water Course 


We were recently reproached by a party for making 
such “a big thing” of the water problem. 
We thought about this criticism as we passed a 


posted in front of 


1893 


number of “Irrigation Permits” 
some of Denver's fashionable homes on the way to 
the airport. There was no snow in the mountains yet, 
needed to feed the streams that watered that ity. 
We thought about it some more as we flew 
over the dried-out water courses and vast stretches 
of parched landscape of the Texas Panhandle where 
some folks have complained of drought for the past 
seven years. We didn’t any evidence of it in 
Amarillo but we heard again that salt-free drinking 
water was being sold at 50 cents a gallon. 
The Dallas-Fort Worth area appeared 
enough from the sky, but there was some talk that 
the available water supply would be used up after 
the first of the year. (Dallas is already at work on 
the first phase of a long-range water program- 
the development of the Iron Bridge reservoir on the 
Sabine River to give the city an additional 160 mil- 
lion gallons of water a day.) Meanwhile, the Dallas 
Times Herald daily a front-page box score 
on the water situation. For October 11 it read; 
13,100,000,000 gallons 
11,400,000,000 gallons 
101,098,000 gallons 
78,470,000 gallons 
27.69 inches 
14.14 inches 


see 


By Travis LaRue 13 
vreen 
.By Harry Yeates 32 
By Art Schuelke 44 


By Harry Yeates 57 
75 


carries 


Supply now 
Year ago 
Wednesday use 
Use year ago . 
64 Normal rain 
Rain to date 


70 R as 
70 The laundry plants in these areas still get enough 
city water. The main complaint is water hardness. 
72 : as 
It used to be 4 grains; now it’s up around 14 grains. 


74 Admittedly, this is the situation in only one part 
of the country. Whai about other areas? We« thought 
about the problem again in relation to laundry waste 
disposal—which is a part of the water problem 

8 in Ohio, Florida, West Virginia, ete. 


And we thought about it further in terms of home- 


ne washer and air-conditioning use, population growth, 
60 industrial and agricultural needs, stream pollution, 
concern over receding ground water tables. 
74 Actually, no one can say with any degree of cer- 
82 tainty that nature will not replenish the dwindling 
89 supply. We do know, however, that there is an in- 
89 creasingly greater demand for clean water and it 
95 will pay us in the long run to use it wisely now. 
96 Henry Mozdzer 
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All colors...in all sizes...all of the time 


Best for Best for 
VINNIE) quality and 
identification performance 





GIBRALTAR 


“NEW GOVERNOR’’ 
NYLON KNITTED NETS 


ee or ae Beoumer Crp 


six colorfast stripes: 
@ New plastic-reinforced grommet 


RED ¢ GREEN * GOLD a adds life to nets; permits quick 


pinning; nets open to full width. 


BLUE * BROWN ¢ BLACK * MR RE 
and all WHITE M4 This means they're pre-shrunk to retain 


shape and size for life of net. 


KNITTED, HEAVY CONSTRUCTION — 
for long life and rough handling. 


GUARANTEED NOT TO OPEN AT SEAMS — 
double-sewn with overlock and lock stitch. 
SIZE FOR EVERY NEED — 
14x20 2136: 2'233: 26%36 
18x30 24x36 30x40 
There is no better net on the market 
at any price. 


All Gibraltar Products are sold by 
leading distributors everywhere. 


GIBRALTAR FABRICS, w 


254 - 36th Street, Brooklyn 32, N. Y. 
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Coming in March! 





If you're faced with finding the solutions to these Greater Profits’—will give you the simple, scien 
and scores of other tough problems, each vital to tific methods you need to attract and hold cus 


building business and income, you'll welcome tomers... organize your systems and procedures 
NATIONAL CLEANER & DYER’s 1957 to protect yourself against loss . . . train and 
Guidebook Issue, coming in March. check on route and store personnel . . . and keep 


For the first time in the industry, NATIONAL’s _ records that tell you today’s and tomorrow’s profit 
big annual volume—*“Guide to Sales Control for story at a glance! 


In down-to-earth terms, easy to read and apply, with lots of clear work- 
ing pictures, charts and graphs, here are the chapters that will help you 
plan and operate a sound sales control program designed to produce 
highest net earnings per income dollar: 


1. SALES CONTROL as it applies to your CUSTOMERS 


@ how to hold present customers 
@ how to get new customers 
@ how to induce former customers to come back to you 


Il. SALES CONTROL as it applies to your SALES FORCE, ROUTES AND STORES 





@ how to ensure proper cash turn-ins, eliminate theft 
@ how to set upa tamper-proof inventory system 

@ how to tighten sales slip procedures 

@ how to adapt identification to sound sales control 
@ how sales control improves deliveries and services 


lll. SALES CONTROL as it applies to you as MANAGEMENT 


@ how to gear simple accounting to sales control 
@ how sales control helps settle claims 
@ how to base advance planning on sales control 
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NATIONAL's 1957 Guidebook EXTRA: 





PRE-COVERAGE OF THE N. |. D.’s ANNUAL CONVENTION 


Program highlights, lists of exhibitors, and a practical floor plan of display booths 
will be in this feature designed to help you make the most of your time in Atlantic 
City, March 7 through 10 . . . and in display advertising, you'll find the equipment 
and supplies manufacturers will be exhibiting and introducing at the show. 


NATIONAL's 1957 GUIDEBOOK ISSUE WILL 
REACH YOU BEFORE THE SHOW BEGINS! 














PLUS THE INDUSTRY'S ONLY COMPLETE, STANDARD BUYER'S GUIDE 


NATIONAL's big 1957 Guidebook brings you the only formation—where-to-do-business facts you can use day- 
buyers’ directory available to the field—more than 130 


pages—listing thousands of items of helpful buying in- 


in, day-out for 12 solid months. 


ABC-ABP 





For example, 


CLASSIFIED DIRECTORY —list- 
ing all kinds of drycleaning 
equipment and supplies by 
product .. . with manufactur- 
ers of each . . . A CON- 
STANT, EASY - TO - USE, 
READY REFERENCE ON 
WHO MAKES IT AND 
SELLS IT 


TRADE NAME DIRECTORY — 
alphabetical listing of trade 
name products and their manu- 
-, feeturers .. . A QUICK 
MEANS OF TRACKING 
DOWN THE SOURCE OF 
“TRADE NAME” EQUIP- 
MENT AND SUPPLIES 


MANUFACTURERS’ DIRECTORY 
—alphabetical listing of manu- 


facturers and their home of- 
fice addresses . . . FULL IN- 
FORMATION ON WHERE 
TO CONTACT COMPA- 
NIES LISTED IN THE 
CLASSIFIED AND TRADE 
NAME DIRECTORIES 


LOCAL BUYERS’ GUIDE — 


geographical listing of manu- 
facturers’ branch offices, dis- 
tributors and jobbers . . . with 
addresses . . . arranged by 
states and cities .. . A PRAC- 
TICAL DIRECTION-FIND- 
ER FOR CONTACTING 
THE NEAREST SOURCES 
OF EQUIPMENT AND SUP- 
PLIES 


DETAILED BUYING INFORMA- 
TION —supplied in display ad- 


vertising and in informational 
ads throughout the Classified 
and Geographical Sections . . . 
PROVIDING AN OPPOR- 
TUNITY FOR LEADING 
MANUFACTURERS AND 
SALES ORGANIZATIONS 
TO STATE SPECIFICS ON 


THEIR EQUIPMENT, SUP-: 


PLIES AND SERVICES 


AND YOUR OPERATING GUIDE 
—page after page of charts, 
graphs and tabulated informa- 
tion covering all phases of dry- 
cleaning plant operation and 
production. Up-to-the-minute 
reference material for day-in, 
day-out easy application by all 
plant executives 


and THE GUIDE TO SALES CONTROL FOR GREATER PROFITS! 


NATIONAL CLEANER & DYER 








First in the Drycleaning Industry Since 1910 
305 East 45th Street, New York 17, N. Y., OREGON 9-4000 


Business Papers Division, The Reuben H. Donnelley Corporation 
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1 ... flip the switch... 











The new, 50 pound Braun Unit Wash, com- 
bination washer-extractor, shown at right, has 
been perfected to fill an important role in 
the laundry industry. Designed especially to 
handle the fugitive and re-runs of the larger 
laundries, its compact size and easy operation 
make it perfect for quick-service shirt units, 
ond to fill the laundry needs of the textile 
industry. The 50-pound Unit Wash features 
the same sturdy construction and precision 
design which has earned Braun combinations 
their reputation for quality and economy. 





come back in 50 minutes 


shakes out...in one automatic operation 


BRAUN UNIT WASH 


combination washer-extractor 





Slash Labor Costs with Braun Washroom- 
Automation! You flip the switch... Braun 
Unit Wash does all the rest! Switching 
automatically from wash, to extract, to 
rinse, to shake out, it repeats any phase, 
injecting supplies, and controlling quanti- 
ties and temperature of water. 


Less than 50% water retention after extraction. 
Now the washman has 50 uninterrupted 
minutes to devote to other productive work 
—he doesn’t have to return to add supplies 
check the water or start and stop each oper- 
ation. And the back-breaking loading and 
unloading of heavy bundles of dripping-wet 
wash is eliminated, too, because Braun Unit 
Wash delivers sparkling-clean, over 50°% ex- 
tracted wash ready for the dryer or the ironer 
with no further processing. 


Triple-Star Washing 
Action builds quality 
to an ALL TIME 
HIGH! Here’s the 
secret to Braun’s phe- 
nomenally high white- 
ness retention, with no 
loss of tensile strength. 
At left, above the par- 
tition, the clothes are 
tumbling over the specially contoured ribs 
of the center partition for a thorough 
washboard action. At the same time, the 
rest of the wash is swirling through the 
solution to dissolve and suspend soil parti- 
cles. At the right, the wash has been given 
the gentle impact of a big, 44” drop, that 





WRITE TODAY for full information 





HE 5; 161 E. Brighton Ave., Syracuse, N. Y. 
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loosens and breaks up 
stains. On the other 
side of the partition, 
gravity and centrifu- 
gal force squeeze the 
wash against the cylin- 
der wall for maximum 
penetration of the 
fibers. 


Braun combines “Tailored Automation” 
and “Triple-Star Washing” to bring you 
these EXTRA SAVINGS: 

Save Space — compact construction takes 
less than half your present washroom 
space. 

Save Time — Faster, regular wash cycle 
means better work scheduling. 

Save Water, Supplies — Unit Wash uses 
less than half the water and supplies 
needed by old-type machinery. 

Save Repair Bills — Extra-heavy, precision 
construction means longer, trouble- 
free life, fewer shutdowns. Quick 
service from Braun’s expert Service 
Staff, too. 


Braun Unit Wash is available in 35, 50, 
100 and 200 pound capacities, each of 
which can be equipped with manual or 
semi-automatic controls, in addition to 
the fully automatic. Braun Unit Wash, in 
single and multiple installation, is match- 
ing the requirements of every type of 
laundry operation. 


G. A. Braun, Inc., Dept. 211 
461 E. Brighton Ave. 
Syracuse, N. Y. 


[] Have a representative call. 
Name Title 
Company 
Address 


| 
| 
I 
| 
| for the washroom. 
| 
! 
| 
| 
City Zone... State 


(0 Rush full details about automation 














NEW 
PRODUCTS 


and 


LITERATURE 











Bendix Heavy-Duty Washer 





A new automatic heavy-duty 
washer with a 16-pound capac- 
ity, the Bendix WEC, has been 
the Commercial 
Bendix 


developed by 
Laundry Division, 
Home Appliances Division, 
Avco Manufacturing Corpora- 
1329 Arlington St., Cin- 
cinnati 25, Ohio. 

The large-capacity Bendix 
WEC employs a 25-inch cylin- 
der with four scrubbing baffles, 
giving tumble action. After hot 


tion, 


or warm water has been selected 
for the wash cycle, WEC. is 
automatic from preliminary 
soak to final Automatic 
extraction spin water 
retention, damp-dry 
lightweight bundle on comple- 
tion of the laundering. The 
complete operation is controlled 


spin. 
reduc es 


giving a 


by timer and thermostatic water 
valve. 

A front-loading unit, the ma- 
chine measures 30 inches wide, 
96 deep and 36 high. It oper- 
ates with a % hp. motor, on 
115-volt alternating current. 

To promote this machine, 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 


JOURNAL. 











Bendix distributors are offering 
a trade-in on old washers for 
the purchase of a WEC. 

More information may be ob- 
tained by writing to the com- 
pany. 


Whitehouse Dacron Net 


Dex-knit, an all-Dacron knit 
net claimed to be virtually un- 
affected by bleaches, has been 
developed by Whitehouse Ny- 
lon Products. According to Jack 
Osborne, sales manager of the 
firm, the knit construction per- 
mits a ready flow of the wash- 
ing solution through the net for 
easy and efficient washing op- 
erations. Dex-knit nets come in 
all popular sizes. 

For full information on this 
product write to Whitehouse 
Nylon Products, 360 
St., Brooklyn 1, N. Y. 


Furman 


Herman Routemaster 


Ry YT r - 


Herman Body Company has 
produced the 10-foot Route- 
master on a standard stripped 
forward-control chassis. Vertical 
and rear walls and_ the 
provide 


sides 
slightly curved — roof 
plenty of load space. The body 
measures 80 inches 
70 inches high. 

The Routemaster features a 
wrap-around windshield, fluted 
skirts, drip molding and double- 
channel rear bumper. It can be 
effectively used to carry 
through the advertising message 
of the laundry to the doorstep 
of the housewife. Available in 
three sizes, 8 feet, 10 feet or 
12 feet long behind the driver, 
the Herman Routemaster 
optional rear doors, locks on the 


wide and 


has 


doors, painting and other fea- 
tures. 
Literature 


mav be obtained 


deal I 
bodies o1 


the 


sells 


from motor truck 
who Herman 
from Herman Body Company, 
1400 Clayton Ave., St. 
10, Mo. 


Louis 


One-Girl Shirt Unit 


A new electrically heated 
one-girl shirt finishing unit has 
been introduced by the Uni- 
press Company. Ira C, Maxwell, 
president of the firm, states that 
the electrically heated 
and bucks specially 
signed to insure an even distri 
bution of heat throughout the 
entire ironing surface. Temper 
ature can be regulated by dial 
control. The unit is air-operated 


heads 


are de 


automatic 
pressing 


and maintains fully 
pressure to minimize 
time. 
Suitable 
having steam equipment, 
unit 


for smaller plants 
not 
the Unipress consists of 
four machines: a Model EBB 
press which finishes the bosom 
and body in four lays; a Model 
ECCY press which finishes th: 
collar, cuffs and yoke in two 
one Model ESF 
cally heated double 
which finishes both sleeves in 
one lay, and a Model FM auto 
matic folding table. 

The unit is simple in design 


electri 
sleever 


lays; 


is available in several decorator 
colors and utilizes a minimum 
amount of floor space. 
Additional information about 
from 
2800 


apolis 


this product is available 
the Unipress Company, 
Lyndale Ave. So., Minne 
8, Minn. 


Qwik-Out Unloading 
Washer 


Machinery 
offering its 
Qwik-Out 


washer 


Laundry 
now 


Super 
Company is 
“extra-loads” 
unloading 


unit is 


new 
open-type 
The 


compact claimed 


to perform at peak efficiency in 
Pocket 
design allows work to drop the 
the 
washing operation, Super Laun- 
dry report that the 
new machine has efficient cyl- 


a minimum of space 


maximum distance during 
engineers 
inder design, full-length round- 


lifting ribs (626 


embossed perforation 


nose smooth 
per 
square foot) and properly timed 
reversing controller. 
Removable Quwik-Out 


weight 


light- 
horizontal unloading 
reduce 
The 
operator places aluminum. pat 
titions in the 
closes doors and turns the cyl 
inder one-half turn. All work is 
deposited on top ot partitions 


partitions are said to 


operator effort and fatigue 


compartments, 


where it can be easily reached 
and dropped into the extractor 
basket. The 
that it is offering a trade-in al- 
washer in 


firm also reports 
lowance on the new 
order to introduce the product 

For further details and free 
descriptive literature, write to 
Machinery 


Box 307, St 


Super Laundry 
Company, P. O 
Joseph, Mich 


Alligator V-Belt Holder 


A new tool for applying Alli 
gator V-Belt Fasteners to open- 
end V-belting 


nounced by 


has been an- 
Flexible Steel 
Lacing Company, 4607 Lexing- 
ton St., Chicago 44, Ill. This 
handy pocket-size V_ Fastener 
Tool enables the user to make 
up V-belts of any length 
quickly. 

This new tool or holder, as it 
is called by the manufacturer 
is made for B and C section 
V-belts. With other 
the Alligator V-Belt Fastener 
line, it is included in Bulletin 
V-219, available from the man- 


ufacturer. 


items on 


New Philadelphia Quartz 
Data Sheet 
Philadelphia Quartz = Com- 


pany has issued a new page to 
its Question & Answer Book on 
Washroom Problems. As Data 
Sheet #51, the discussion deals 
with “What Is the Value of 
Test Pieces?” Test pieces are 
important as the only measure- 
ment of efficiency in the laun- 
dering operation and as a way 

Continued on page 86 
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Replaces operators and sets 
new highs in production... 
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... With two Troy fleximatic 
AIR-JET’ tolders 


Atlantic City, New Jersey —Steelman’s that times as many as four articles at once 
Laundry went all the way in mechanizing its © — remembers the measurement of each 
flatwork finishing department by installing — piece — from 18” to 108 — and how to 
two Troy Fleximatic Air Jet Folders. Mr. fold it. Second is the Air Jet feature itself, 
Harold Steelman, owner, reports a substan- that eliminates all the troubles of folding 


tial increase in flatwork production, even blades and clutches. 


with transfer of girl receivers to other jobs. , , 
me 7 i aa Many other features help to make this 


There are two big reasons why Troy Flexi- folder practical and profitable for laundries 
matics keep making good news like this for of nearly any size. Send the coupon today 
laundries. First is the automatic “brain” — get the full story. 
a ee ee 
eal | TROY LAUNDRY MACHINERY, Dept. SLJ-1156. 
! Division of American Machine and Metals, Inc. 
. EAST MOLINE, ILLINOIS 
0 Uy | YES, please send Catalog YF-31-55 with full information on the 
l Fleximatic Air Jet Folder. 
i 
1 c SAN A a 
LAUNDRY MACHINERY 1 
Division of American Machine and Metals, Inc. 1 ADD 
EAST MOLINE, ILLINOIS ‘ ; 
"World's oldest builders of power laundry equipment” 1 a 
1 NAM A TiT 
| 
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A.LL. to poll industry 


This month the nation’s laundrymen will have the chance to make 
a Valuable contribution to the industry. It won't take much time and 
it doesn’t Cost a penny. 

Following a recommendation by the American Institute of Laun- 
derings management, the board of directors has directed that a 
survey be made of all the Institute’s services and activities. Its pur- 
pose is to evaluate the job now being done with the idea of pruning 
out dated and adding new services which will enable it to do an 
even better job in the future. 

This is an industrywide survey. It is not restricted solely to AIL 
members. Each AJL director is charged with the task of mailing the 
questionnaire to the laundries in his respective district. [f, for some 
reason, you do not receive a questionnaire and would like to coop- 
erate in this survey write to AIL’s membership department, Joliet, 
(linois, for your copy. 

The questionnaire is divided into 15 parts pinpointing the services, 
publications and activities currently offered. The laundryman may 
make his appraisal simply by checking off one of a series of boxes 
indicating various degrees of acceptance. While the check-of 
method offers a quick way to complete the survey, the laundryman 
is encouraged to write in ideas and comments in a space provided 
for that purpose. 

If you would like to see some changes made, now is the time — 
as Lou Bellew says—‘to tell them what in the ATL you want.” 


One such area might be the de- 
velopment of new cold-water 


formulas which would reduce the 


More research is bound to be one 


ot the suggestions offered by laun- 
drymen answering the survey. 
Especially after the eye-opening 


presentation made at the AIL 


heating of large quantities of wa- 
ter. Or there might be some sug- 


gestions as to how methods used 
by other industries might be 


adopted by the Jaundry. 


convention in Denver. We are 
certaimly a long way behind other 
industries in the race of mechani- 
zation. {One imdnstrial engineer 
save we are 50 years behind the 
times in automation. ) 

Jn making this suggestion, we 
think laundrymen can make a 
valuable contribution by indicat- 
ing the type of equipment they 
want or the particular features of 


a machine that they think can be 


The new school program at AIL 
which enables students to take a 
ten-week course in laundry manh- 
agement in two-week doses is a 
tailormade educational program, 
designed as a result of a similar 


survey made by the management 


improved, Since it is the plant- 
owner who ultimately uses the 
product, he is, after a), the one 
best qualified to recognize its 
limitations. 

Further assistance can be of- 
fered by suggesting areas of ex- 
ploration which may help  pin- 


pointa particular research project. 


severa) years ago, It represents an 
important development which 
might not have come about had 
the plantowners not expressed 
their interest in such a program. 

It is quite possible that some 
similar solution might be worked 
out for plants that would like to 


have deserving employees take 


such a course but that cannot af 
ford to send them to Joliet for in 


structions. One possible sugges 
tion might be the establishment of 
a correspondent e conrse to COVE] 
different production techniques. 
It’s possible that such courses 
could somehow be tied in with 
the Institute’s regional confer 


ences. 


A code of behavior or execu 
tives is proposed by Lawrence A. 
A\ppley, president of the Ameri 
can Management Association, in 
the association's monthly news 
letter Management News. It might 
well be nailed to the bulkhead 
right below those “Think” signs 

1, Identity the people of an 
organization as tts greatest asset. 


2. Make prohit in order to con 
(inue rendering SEIVICe, 


2 


3. Approach every task in an 
organized. conscions manner so 
that the outcome will not be lett 
to chance, 

4. Establish definite long- and 
short-range objectives to insure 
greater accomplishment 

». Secure fn) attainment of ob 
jectives through general under- 
standing and acceptance of them 
by others, 

6. Keep individual members of 
the team well adjusted by seeing 
that each one knows what he is 
supposed to do, how wel) he is 
supposed to do it, what his au- 
thority is, and what his work re- 
lationships with others should be. 
7. Concentrate on individual 
improvement through regular re 
view of performance and poten 
tial, 

8. Provide opportunity for as 
sistance and guidance in self-de- 
velopment as a fundamental of 
institutional growth. 

9. Maintain adequate and 
timely incentives and rewards for 
increase in human effort. 

10. Supply work satisfactions 
for those who perform the work 
and those who are served by it. 

Note that all but two of these 
rules directly involve human re 
lationship—something mechaniza- 


tion cannot improve or supplant. 
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(and 507% of sorting time) 
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three bins wide five bins wide from 13" above floor... to 37° above floor } from 13" above floor... to 37" above floor 
ALL FOLDER-SORTING SHIRT-BIN UNITS ARE ADJUSTABLE TO ANY TABLE HEIGHT 


Bid goodbye to the shirt-sorting department . . . its labor, its space, its 
walking and handling. Stop mix-ups, losses, service delays. Now your 
folders can do the sorting—faster, better, more economically, and give 
you 50° more sorting—with Bishop Fo)der-Sorters. You sove oF )enst 
one handling per shirt. Bundles go direct from folder to checker-wrapper 
without in-between handling that causes losses and breaks down quality. 
With a Bishop 10-Bin, 15-Bin or 20-Bin Folder-Sorter at each shirt table, 
your folders sort as they go—without loss of folding production, with 
fewer sorting errors—ond cub hours per day from bunde-processing time. 


Jor2 3405 6 UNITS | J 
, MODELS & PRICES UNITS UNITS or more | 


rAn ¢ in7rc AA 4 ) H aye { j 144+, 
ru HIRTS ON wie | VEEP 


10-Bin Unit, Model B29-1010 W 79.50 ea 78.50 ea 76.50 ea 
15-Bin Unit, Mode) B29-1510 97.50 eo. 95.50 eo 93.50 ec. } 


20-Bin Unit, Mode) B29-2010 112,50 eo. 110.00 ea 107.50 ea 


| . 
dal T< inc ADDADEI Riwic } Sahai 
FOR § SHIRT > & NEARING APPAREL | BINS ? VIVE *X 
| 
} 
} 


| 10-Bin Unit, Model 829-1010H $77.50 eo. $76.00 eo $74.50 eo 
{ 
/ 


10.Bin Unit, Model 829-1013H 88.50 ea 87.00 ea 
} 10-Bin Unit, Mode) B29-1013W 89.50 eco. 87.00 eo 
15-Bin Unit, Mode) B29-1513 105.00 ea. 102.50 ea 
\ 20-Bin Unit, Model 829-2013 119.50 ea. 117.50 ea 


01956 BOF CO. 








10 





Fite’s flight gave him a bird's-eye view of the city's traffic patterns in the late afternoon, 
of auto traffic and some interesting facts about the public he hoped to serve 
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while early-morning roadside surveys revealed volume 


How To Choose a Location 


Laundryman conducts personal air and road survey 


to locate site for quick-service drive-in plant 


RECONNAISSANCE may 


much old hat in military 


AERIAL 
he pretty 
circles but it isn’t every dav one hears 
of it being used as a valuable tool in 
the laundry industry. 
Frank Fite, Jr., for one, found the 
bird’s-eye view afforded from a rented 
airplane particularly helpful in choos 
ing a site for his quick-service drive-in 


Texas 


plant in Tyler 





By HENRY MOZDZER 


Coming from Beaumont (where he 
formerly had an interest in a laundry 
Mr. Fite knew little about Tyler ex 
cept that it struck him as a wonderful 
place to settle and go into business, 
It was a clean, alert and prosperous 
city of 50,000, It had an abundant 


supply of water and its prospects for 


future growth seemed — especially 
bright. Early this year, he moved his 
family in and began looking for a 
business site. 

In the back of his mind Mr. Fite 
knew the kind of plant he wanted and 
approximately where he'd like to build 
it. It would be a cash-and-carry oper 
ation with oft-the-street parking facili 


ties, offering both laundry and dry 





Fite’s site is near two shopping centers, less than two miles from midtown Tyler. Pastel colors, changeable roadside sign draw attention (and 
ness) to brand-new $75,000 plant, opened this past summer 
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cleaning services. It had to be located 
somewhere near a shopping center 
y a residential district on 
a road leading to the center of town. 


In the course of his search he 
learned of severa) available locations. 


and close by 


The problem then was to pick the one 
best suited for this type of operation. 

Straight trathe counts help, of 
course, in determining the volhim«e 
direction of traffic past a location, but 
Krank Fite 
more about the public he was to serve. 

His quest led to 
many discussions with local business 


and 


wanted to know much 


for intormation 


men and took him into the air, the 
highways and the public record office 


before the final decision was made. 


Value of air survey 


What can vou earn trom the ait 
that you can't learn from studying a 
city map? Mr, Fite grew familiar with 
the 
Tyler, but he was particularly inter 


most heavily traveled arteries of 


ested in studying the traffic flow 
each location during peak hours (be 
tween 4:00 and 6:00 p.m when call 


past 


office business might be expected to 
be at its heaviest. An airplane lends 
itself to this purpose since it offers a 
commanding vantage point — from 


which all potential sites can be ob 
served at a glance, 
Mr. Fite rented a plane and had the 


pilot circle the city during these hours 








check 
indica- 


Che 
of trathe 


tion of the 


ous shopping centers, and singled 


the thickh populated section I the 


information vhich cit 


! 
air View provided ViISU | 


patt ms, gave some 


relative popularity f Vari 


out 


community 


maps do not re vea) 


Tips on counting traffic 


On narrowing the field dow 


Mr. Fite con 
personal roadside survey to determin 


i fo (wo 


I 


potential sites lucte 


the potential of euc h | { air é 

studies were made tor three } pe 
, 

riods between ind 10) O clo | the 

morning when a large perce ioe rf 
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Billboard offer draws wide attention in Austin, Texas, to Travis Laundry's shirt laundering service 


oo nd Develop (t—Texas Style 


Sales-conscious laundryman stimulates action 


with a variety of attention-getting devices 


THE RESPONSIBILITY of 
ment, it is assumed, is greater in the 


mMmanage- 


drive-in operation than it is in the 
truck or route plant. I speak primarily 
of the responsibility for the ever-in- 
dollar volume. One of the 
most important problems that man- 
with is sales, and 


creasing 
agement is faced 
the responsibility for the success of 
the sales program is less easily dele- 
gated in the drive-in operation and 
remains constantly the direct problem 
of management. 

1956 


November 15, 


By TRAVIS LaRUE 
Travis Laundry, Austin, Texas 


In a conventional plant where the 


sales volume is maintained or in- 
creased by truck routes, management 
has the services of several routeme ai 
and a route supervisor whose primary 
responsibility is to increase plant sales. 
In almost all instances these men are 
motivated wholly or in part by incen 
tive pay. - 

This situation does not exist in th 








r 
ey. mised 
drive-in plant. Management has no 


one with whom to share the problem 
there 


fore, depend upon point-of-purchas« 


of an increase in sales, It must 


advertising, bundle inserts, direct 
mail, newspaper, radio, TV, telephone. 
It has been said that ther ire 


many good plant operators in the tex 


tile maintenance field, but few good 


merchandisers. Good merchandising 
is needed in a route plant, but is a 

necessity in a drive-in plant 
A survey conducted by one of the 
13 





























po YOUN 


Have Your Winter 


TRAVIS LAUN 


At No Additiona 


t nti 
Put in Plastic Bags and F old Un 


———— 





EED CLOSET SPACE 


Woolens Cleaned At — 


UNDRY & CLEANERS 
1 Charge, we will Moth Proof, 
| Called For in September 


a 


KEEP THIS BLOTTER —IT'S VALUABLE 






FIRST PRIZE 
SECOND PRIZ 





CARD 


re ee 
E—/2 Year Economy Finis 


a 16 ADDITIONAL PRIZES OF 


“4 EACH ECON 


OUTEMAN 


tests, 
offers 
continuous campaign 


- FREE 
MARCH Ist- MARCH 31st 


ar Economy Finish Laund 





Sales stimulators 


- FREE 
ry Service 
h Laundry Service 


OMY FINISH LAUNDRY SERVICE | 





TRAVIS LAUNDRY 


12th & RED RIVER 










such as 
cards and special 
the company's 


con 
playing 
are part of 








national supply houses and the Amer- 
ican Institute of Laundering found 
that 45 of the 
trade at a particular plant because it 


percent customers 
Is convenient, However, even it youl 
plant is one of the 
given enough incentive the customer 


“inconvenient,” 


will still go out of his way for your 
service. Some of the methods that we 








The accompanying address was 
presented at the American Insti- 
tute of Laundering’s 69th Annual 
Convention in Denver, Colorado. 

Travis LaRue cut his teeth in 
the laundry business at his father’s 
plant in West Texas. He owned 
and operated his own laundry and 
drycleaning plant before going 
into service in World War II. And 
built a brand-new plant, with his 
brother, in the postwar years. 

Mr. LaRue is a director of the 
Texas Laundry and Cleaning As- 
sociation. He spends his “spare” 
time ranching and farming and is 
also a member of the Military Re- 
serve. 











have used to create this interest 
as follow De 


1. Shirt Movie on TV 
We used television for the first time 
last year. A motion picture study was 


made of our new cabinet shirt unit 
and was shown weekly to the T\ 
audience. T he results were good and 
we received more than the normal 
amount of comment. To further ad 
vertise the acquisition of this new 


equipment and the quality of service 
it produced, we used bundle inserts 
radio, newspaper and outdoor adver 


tising, 


2. Finish Service Contest 
Another method to 

laundry sales this year was our Econo 

A drawing 


used increase 
my Finish Service Contest. 
was held before the T\ 
the 
months Economy 


audience and 
received a total of 34 
Finish Service. This 
service is sometimes called “Rough 
Dry” or “Fluff Wash.” The Economy 
the 
we 


winners 


easiest 
services to produce and found 
that the winners brought in enough 


Finish Service is one of 


of our other services to pay for the 
free service. 


3. A Shirt for a Button 

Outdoor advertising has been used 
for about three years and has become 
one of our standbys. We use a 10-by- 
410-foot bulletin board. This is located 
on a state highway near a military in- 
stallation. An example of how this type 
of advertising can be used is the fa- 
miliar “Button Campaign.” We used 
the for 
over a year, but when interest began 


it in conventional manner 
to lag we revived it in this wav. The 
$3.95 Arrow shirt 
laundered shirt 
with a button missing. Instead of giv 


customer 
free if 


gets a 


we return a 


are 


S" 


ing the customer the usual free serv 
ice on 10 shirts and a suit, 
him a $3.95 
$2.75 through our state association, 

We the 
more pleased with the gift of the shirt 
than with the 
though to us they are the same value. 


Wwe give 


Arrow shirt that costs us 
customer 1s 


have found 


he Was service, even 
The average cost is one shirt per week 
and the 
discuss the shirt with his friends 


than he was the free service 


customer is more inclined to 
neu 


4. Free Storage 

Another 
to good advantage this year was the 
which told of a 
dry¢ leaning service. Late in the moth 


advertising medium used 


bundle insert new 
proofing season, we offered to moth 
proof—put in plastic bag—and_ hold 
until September any cleaning sent in. 
This cleaning is held and used as a 
filler during the 


The plastic-bag cost per garment is 


slack summer hours 
about 4 cents, and since there is no 
charge for this holding service, there 


is no increase in our bailee insurance 


5. Lucky Joker 

Direct mail has not been used ex 
tensively, but here is one example: In 
the letter that is mailed out are a cou 
pon and a blotter stating that when 
the blotter is presented at the plant 
it can be exchanged for five more cou- 
pons. These six coupons then will be 
a good start toward a deck of cards 
a chance at a “Lucky Joker.” 
With each dollar's worth of dryclean 
ing we give one coupon, and 25 cou- 
pons can be exchanged for a deck of 
cards. In every twenty-fifth deck of 
cards the manufacturer has placed a 
Lucky Joker worth $10 in trade, This 
is the conventional playing card plan 


and 


with something added. 
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PROFITS “floating away’ ie 


: excessive high soap costs? 






Here's why youll want the 


4 CIRCULATING 
“i SOAP SYSTEM 





*~* GET SOAP SUPPLIED 
IN 100% LIQUID FORM 


at wash machines. Soap can be mixed at 
any convenient point—at or away from 
washroom. Pumped uniformly; all day. 


*& THEJRIGHT SOLUTION- 
NO DILUTION 


Save 10°,, and more in soap. Mix only 
one large batch. That’s all 


* ELIMINATE WASTE, DELAY, 
INCONVENIENCE 


of “bucketful of soap” problem. Get con- = 
sistent, uniform high quality washes CAPACITIES: 360-400-480-900 gals. 





Why get into a lather with soap costs sapping your profit? With the E/C System you have a con- 
stant soap formula that meets all requirements; can be changed instantly. Saves you a whacking 
big sum on soap costs. More and more cost-conscious laundry managers install the E/C. Take 
this tip: when linen supply, hospitals and commercial laundry people advise us they get 10°, and 
more saved in soap—you can be sure the E/C Circulating Soap System pays its way! 

Complete Installation, Operation and Specification Data are yours in our Catalog No. 10. Con- 
tact E/C direct or consult any of the leading laundry machinery manufacturers (our represen- 


tatives ), in your area. 





USERS ARE: Commercial Power Laundries, Write 
Ro ae das, a, ee EASTERN 876 VAN HOUTEN AVE. 
ee CLIFTON, NEW JERSEY 
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1 600 
STARCH HWH 


NW, tA , mn 2p» ” 
j \ )» SOFTENER 


Ho. n+ Py . ; los ] 
a anaes DRAPERY SHEET PRESS FUTURE rn. + 
APPAREL J 30 HP. 
i ee kb = BOILER 
>> . . RL 
WA & f \ \ 
SHIRTS FOLD TABLES y f 
ASSEMBLY 
STORAGE 
, REPAIR 
TABLE UNFINISHED 
SILKS 


SEWIN \ h . 
EWING Ak 40 \ 


WRAPPING 


SSEMBLY FINISHED SILK & WOOLS 
< 


Plant covers 3,000 
square feet, is equipped 

< with $50,000 worth of 
‘ \ 6 Fe machinery to offer com 
laundry 


BAGGING 
TATION OATS 


Se \4 
AS AL Os 1 ] plete line of 


and drycleaning§§ serv 
INFINISHED WOOLS ices. With present equip 
ment plant can turn out 
$1,500 worth of dry 
cleaning and $700 to 
$800 in laundry volume 


DRY CLNG | > > 
MARKING per week 


STORE CONVEYOR 


+ COUNTER 
ROOMS 











from out-ot-state. ductive capacities in nearby factories. 


Continued from page 13 Smith 


laundry and drycleaning is normally 
brought into a plant. During the first 
two hours he studied the men drivers 
and during the last hour the women. 
He also jotted down the license-plate 
number of every fifth passing car, 
skipping only those that indicated the 
motorist was from somewhere outside 


County or 

At the first location, 
closest to the heart of town, he found 
that the cars passed by at the rate 
of eight 
case, were early risers and a predomi 
nant number of them khaki 
pants and sport shirts, indicating that 


which was 


a minute. The men, in this 
wore 


they were probably employed in pro- 


The general impression given was that 
these men would not be inclined to do 
errands while hurrying to work, 

As a group, the women who fol 
lowed appeared to be particularly well 
dressed as if they were on their way 
to luncheon meetings. They drove ex 
chose 


pensive cars and apparently 


Fite’s at night is show place 
of good housekeeping and 
modern plant design. Wide 
open view shows laundry de 
partment on one side, dry 
cleaning on the other. The 
376-order conveyor, just visi 
ble at right, is a popular con 
versation piece 





How to get 
REPEAT 


customers... 


Give ‘em the 


ia 
ma“F G 


treatment! 


The treatment is simple. Just cover 
your bucks with golden yellow 24-K 
—the loop-pile press padding with 
premium absorbency, “‘imbeddabil- 
ity,” long life and scorch-resistance. 
The results will amaze you. For the 
name of the 24-K distributor nearest 
you, write to Jomac Inc., Philadelphia 
38, Pa., Dept. I. 

Regular Jomac “54” and “*33” also available, if preferred. 


: 25? eb % D * ft 
‘ * y \ af 
, ‘ a ee > d ', 7 ” be: 
: ; Ps Be re, p> * ~ 
’ . Pre * ‘P) Ne SF, p> wae eae 
NO BROKEN " aie» 
BUTTONS NO CROW'S-FEET NO WRINKLES best-dressed bucks wear- um aw 
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this route as the easiest one into town. 
It did not seem likely that they would 
choose this time to bring a bundle of 
laundry into town with them 


The second location had just about 
half the traffic volume with cars pass 
ing at the rate of four a minute. But 
the men, in this case, started out for 
work at a later hour and most wore 
suit coats and ties. They looked more 
like business or professional men who 
would have more occasion to use dry 
( le aning and shirt laundering Services. 

The women who followed dressed 
more casually and appeared to be on 
their way to the shopping center to 
do the family marketing. It seemed 
logical that they might also bring 
along the family laundry and cleaning 


bundle. 


Two-car families best prospects 


There was also reason to suspect 
that passersby were members of “two 
car families.” The men drove sub- 
stantial but older cars to work while 
the women had cars of more recent 
vintage—the car equipped with air 
conditioning, This would indicate that 
they were in the better-than-average 
income groups which are usually the 
laundry-cleaning plant’s best custom 
ers, 
In checking his list of license plate 
numbers at the court house to pin- 
point the areas in which his prospec 
tive customers lived, Mr, Fite found 
that his two-car theory was borne out. 
He then checked the areas from which 
the bulk of his business was expected 
to come by driving through the neigh 
borhoods. He was. pleased with what 
he saw and made his decision. 
Drvcleaning and Bundle 
was opened to the public 


Fite’s 
Laundry 
late in July of this vear. It fronts on 


1s 











Troup Highway and backs on two 
shopping centers, The highway fun- 


nels a large residential district past 


the plant on the way to the centers 
and into town. 
Mr. Fite designed the 


went all out to make it as colorful and 


plant and 


attractive as possible . The plant meas 
ures 50 by 60 feet and is constructed 
of concrete block faced with a light 
colored brick veneet The front is al 
lowing an unob 
iInteriol The 


most all glass 
structed view of the 
baseboards are gray while the over 
hang of corrugated asbestos is painte d 
an eve-catc hing coral 

The interior walls are spl ived with 
a textured enamel having a @ray base 
flecked with bits of vellow and white 
The table used for marking in is a 
Chinese red while the checkout tabl 
is blue. All the equipment is new and 
blends with the surroundings. 

The general reaction of most of the 
customers is that they didn’t know a 
laundry or cleaning plant could be so 
attractive, 

Two half-page newspaper ads and 
26 radio spots were used to invite the 
public to come in and visit the plant 
opening day, Balloons were passed out 
to the 


comers, 


voungsters and sodas to all 

Actually, every day is open 
house at the plant since the manage 
Total ex 


promotion 


ment welcomes inspection 
penditures for this 
amounted to $500, 
Despite the fact that the opening 
took place in the middle of the sum 
mer the first week's sales amounted 
to $400, And 10 weeks later the 
$1,000 mark was reached. 
Approximately 40 percent of the 
volume is laundry with shirts and fin- 
ished services comprising two-thirds 
of the work and fluff-and-fold the re¢ 
mainder, Drycleaning makes up 60 


percent of the volume. The base price 


eee Ove aS: oe ae or 


Re rare mee 


Laundry side has latest wash 
ing and finishing equipment 
and is manned by five em 
ployees. Five others operate 
drycleaning end and one full 
time girl handles the call office 





Sign Language 

The sign identifying the Fite 
plant is one of the most talked 
about features of the new business. 
It and the neon lettering on the 
building front cost approximately 
$2,000. 

The sign’s chief attraction § is 
the slogans which are changed 
weekly. One week it might read 
“The wife you save may be your 
own,” the next “Clotheslines are 
for the birds,” or “Let us help you 
lead a clean life,” ete. 

Frank Fite makes up his own 
message-of-the-week and gets other 
ideas from his wife, daughter's 
beaux, customers and trade jour- 
nals. 

He is more than cooperative in 
plugging civic (such as 
Tyler's Rose Festival) and public 
service messages (School open— 
watch the tvykes on bikes) but will 
not give the space over to any one 
particular group or association. 
Nor will he use it to promote the 
plant's many services. 


events 


The sign gets readership and 
complaints if the message is not 


changed Ww eekly ° 











for a plain suit or dress is $1 and 50 
cents for half pieces. An additional 
25 cents per item is made 
one-hour service 
Shirts go for 20 cents apiece. Regular 
service is 24 hours on both laundry 
and drycleaning. 

Most of the 
within a two-mile radius of the plant 
with the greatest concentration in the 
one-mile ring. 

Present plans call for plowing back 
4 percent of sales into a continued 


radio and 


i harge ot 


on requests for 


business comes from 


newspaper advertising 


schedule. 
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-~ Swift's Soaps get dirty clothes clean .. . and 
there’s a soap for every washroom need. 

Take new FLEXO powder ... If you’re 
looking for a complete soap, Flexo com- 
bines a thorough wash job with the expedi- 
ency and efficiency of a soap that you can 
use throughout the wash. It’ll hold a high 
pH from start to finish to give you a spar- 
Kling load of bright whites and does a real 
work horse job for the most diversified and 
most demanding of wash jobs. 

Yes, there’s a Swift's Soap to match the 
type of soil you’re chasing and there’s one, 
or a dozen, to help you. Whether you want 
a neutral soap or a complete product like 


Flexo, let the versatility of Swift’s Soaps 
WRITE FOR A TRIAL ORDER ON ANY 


hel ee ee . 
OF THESE SWIFT-QUALITY SOAPS teehee cisternae baat 


fessional convenience of your service. Write 
WHITE RIBBON (Chips or Powder). These we for details today and remember .. . 
are neutral soaps made from the 
finest tallow and are particular- . 
ly recommended for use in SWIFT & COMPANY 
higher temperature washing. ede lena eel 
SWIFT'S COLD WATER POWDER. Built 4115 Packers Ave. *¢ Chicago, Illinois 
with carefully selected alkalies 
for gentle but effective low tem- 
perature washing. Excellent for 


soil removal from light colors, 
fugitive colors, rayons, and 70 Sewe 


woolens. Results in outstanding Go Sududtey Berive 


whiteness retention for back- 
ground of printed fabrics. 


November 15, 1956 














Cost-conscious management of Amarillo Laundry replaced six conventional tumblers with a 
200-pound-capacity unit that unloads itself in less than one minute's time. Other savings 


were evident in finishing operation 


Cost-Reduction Ideas 


For Linen Suppliers 


Amarillo setup suggests four ways 


to make services more profitable 


By HENRY MOZDZER 


MODERN EQUIPMENT and a flex 
ible work team play particularly im- 


portant roles in the success of the 


Amarillo Laundry’s (Inc.) linen sup 
ply operations. 

As in most plants, the management 
of which R. N. 
Woods 
vice-president) is fully aware of the 


fact that each unnecessary step ol 


of this Texan laundry 


Fowler is president and C, E, 


procedure adds to the cost of produc- 
tion, But it is more conscientious than 
most in adopting methods and ways 
to keep extra steps at a minimum. 


1. Mechanize where possible: Ama 
rillo’s sprawling 100-by-200-foot, one 
story plant is knit closely together by 
a series of convevors. And all) manner 
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of Jabor-saving devices, from electrical 
hoists to self-lifting bottoms in ham 
pers, are used to simplify the task of 
its staff of 80 employees, 

The tumbler shown above repre 
sents management's latest effort in this 
direction. According to plant manager 
L. V. Pryor, the unit, installed in the 
spring of this year, eliminated the 
work formerly involved in loading and 
unloading six separate smaller tum 
blers It IS now possible to precondi 
tion a 200-pound load in anywhere 
trom 4 to 8 minutes depending on the 
type of work processed, or dry the 
same load in about 20 minutes. 

The tumbler has also had the effect 


of turning a six-ro)]) ironer into an 


eight-roll so far as performance is 


ARIA AV i gE 


concerned, “Kitchen towels which 
used to be run through the ironer at 
10 feet are now going through at 60 
feet a minute,” says Mr. Woods, “and 
ironer speeds have been increased 
from 10 to 40 feet on other materials 
Every effort is made to reduce 
handling. This is evident in following 
the work through the plant. About the 
only steps requiring the operator to 
handle the work manually are in the 
counting and finishing operations 
The counters classify the incoming 
work into a set of large open-mouthed 
Canvas bags according to th ce vree 
of soiling, and this is the last time the 
work is touched until it gets past the 
tumbling department. The bags are 
then lifted by 


moved to the washing area by means 


electrical hoists and 


of an overhead rail. The plant has 
six 42-by-84-inch self-dumping wash 
wheels, one 42-by-54 and one 30-by 
12—offering a combined capacity of 
2,500 pounds per cycle.) Each bag is 
then positioned over a washer and the 
load is dropped directly into it as the 
washman pulls a pin opening up the 
bottom of the bag. 

The work is then run through 


standard washing formula. Any pieces 


which do not meet the specifications 
of cleanliness are re-run in a one-shot 
reclamation formula and the pieces 
that still do not meet requirements are 
downgraded to wiping cloths and rags 
Additional efforts to reclaim a_ piece 
are considered too time-consuming 
(and costly) to be worth the bother 

When the washing cycle is com 
pleted, the work is dumped from the 
washers into extractor baskets and 
moved to one of the plant’s five ex 
tracting units (two 50's, two 48's and 
a 30-incher ). 

After the load has been spun dry 
the basket is raised and the contents 
dumped into a special hopper. The 
hopper, in this case, is mounted on 
wheels and is equipped with a short 
Hat belt conveyor which facilitates 
unloading the work into the plant's 
new tumbler, With it, it is possible to 
load the tumbler automatically in a 


matter of seconds. For such loads as 


napkins, for which heat conditioning 
is not necessary, a 200-pound-capacity 
shaker IS used, 

The new gas-fired tumbler is ther 
mostatically controlled at 225° F. Its 
capabilities have been carefully stud 
ied and a chart has been worked out 
to indicate the running time required 
for each class of work, Nothing has 
been left to chance. The 
knows that a 200 pound load of table 


operator 
tops should be run for minutes 
barber and beauty towels, 4 minutes 
doctor's towels, 7 minutes. et 

When the preconditioning cycle is 


Continued on page 24 


STARCHROOM LAUNDRY JOURNAL 
































Here's how to— 
Cut Flatwork Labor Costs - - 


- - Speed Up Production 





Pocock’s Corner 


One operation 
which usually 
gets much less 
attention than it 
deserves is the 
“Shakeout.” This, 


as you know, j i 


> s 1lé — 
means shaking ht Wiel 
out the extractor 


wrinkles in preparation for the 
ironer. This is one of the most 
unpopular tasks in a laundry, 
and turnover of “shakeout” girls 
is high. It is not so high when 
the girls are well trained and, 
therefore, take more interest in 
the work. If goods are well clas- 
sified before they go into the 
washer so that further sorting 
by shakeout crews is unneces- 
sary, costly delay at this point 
is saved. For family net work 
and small lots, breaking tum- 
blers will greatly facilitate the 
preparation of such work for 
ironing. 

Complete apron coverage is 
important to ironer output. Even 
slower speeds in order to get 
goods closer together may in- 
crease output. For this reason, it 
often pays to put an additional 
girl on both shakeout and feed- 
ing, as may be required to 
achieve better coverage. The 
gain in production per operator 
per hour may well be so great 
as to dwarf the cost of this ad- 


ditional girl. 


WW. +¢. Pocock 
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Wages have gone up, everywhere, due to the Minimum Wage Law and 
higher union-management contracts. But if yours is a laundry handling 
1,200 or more sheets and spreads per day, you can compete in this higher 
labor market and make more money than before. How? By installing a 


labor saving SAGER SHEET SPREADER. 


More Profits With a Sager 


With a SAGER “B” SPREADER, 
one operator easily performs the 
work formerly done by two or 
more hand shakers on sheets. And 
the SAGER cuts labor discontent 
and turnover. SAGER _ operators 
like their jobs and stay on them. 
Yes a SAGER cuts labor costs, cuts 
labor turnover and speeds produc- 
tion. You can’t afford to be without View 40 Gases “0 Cinsidhith: Gates 
a SAGER SHEET SPREADER in 1500 to S000 shoots and qqeends por dey 
these competitive times. A SAGER 
quickly pays for itself in labor 
saved and faster production. 
With the SAGER “B” you can 
handle up to 3,000 sheets and 
spreads per day; above that quan- 
tity you probably will need a 
SAGER “A”. 
Write today for full facts and the 
names of progressive laundries all over the world which have reduced 
their flatwork ironing costs from 40% to 60°% with these labor saving 


machines. 


Please send us full facts about your labor-saving Sager Spreaders 


M. A. Pocock 


Dept. 116 
1236 Central Ave., N. E. 


Minneapolis 13, Minnesota 
Firm 

Street 

City 

State 


Print your name 
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Exactly the degree of Automation 
your laundry is ready for 





American Washer Contro/s... each one 





priced to pay for itself in only a few months 





From full-automatic to a simple timer, American’s com- 
plete line of washer controls gives you just as much 
automation as_ will easily and profitably fit into your 
Jaundry operation. Study the different types shown here. 
One of them can be a tremendous help in solving your 


cost and production problems. 





American washer controls regulate timing, sequence, 
water levels, temperatures, introduction of supplies and 
outlet valve operation — all or only part of your washing 
formula according to your needs. Their accurate timing 
and measuring save labor, supplies, water and steam, 
while improving quality and increasing the number of 
washer loads per day, Like having an expert washman 


stationed at each machine! 





These controls can be installed on washers of virtually 
Cascade Full-Automatic controls entire any type or make. Each one is priced to pay for itself in 
wash cycle automatically, including measured supply 


ieciion: and: weintenence of bath temperatures. only a few months. Your American representative will 


Eliminates 59 of the 62 separate washman operations help you select the automatic washer control that is best 
usually required. All washman does is insert formula 
disc, fill supply bins, push starter button! The ultimate 
. washer automation! Write for Catalog AB-134-322. under each control. 


for you. Meanwhile, write for the Catalog number listed 


THE AMERICAN LAUNDRY MACHINERY COMPANY «+ CINCINNATI 12, OHIO 


I] 
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Selectro controls all operations 
except adding supplies and regulating 
bath temperature. Saves water and 
steam, increases output, assures unl- 
form high quality. Eliminates 41 of 
the 62 manual operations usually re- 

. Write for Catalog AB-135-202. 


Rinsomatic. |deal for individual 
family bundles in professional laun 
dries and for washing small loads 
Controls complete washing cycle of 
3 suds, 3 rinses. First two rinses are 
automatic, without operator atten- 
tion. Signals for supplies. Write for 
Catalog AB-331-312. 


You can expect more from 











fos "Zoi F-Vaak-tilomm Ctelaline)| 
performs with precision, leaves 


nothing to the alertness or 
dependability of washman. Con- 
trols,\in proper sequence, the 
entire washing and rinsing 
cycles, regulates bath tempera- 
tures, signals washman to intro- 
duce supplies—eliminates 47 
of the 62 manual operations 
normally required. Write for 
Catalog AB-135-402. 


Type W. A basic timing control 
especially designed for washers har 

dling ‘‘fugitives’’ and other classifica 
tions using short or constantly chang 
ing washing formulas. Automatically 
opens and closes outlet valve, times 
baths, signals operator at end of bath 
Write for Catalog AB-136-422 














Handy hampers with self-lifting bottoms minimize operator fatigue by raising hamper con- 


tents to waist level 


Continued from page 20 

completed, the tumbler is tipped and 
the load spilled into a large basket 
which carries the work to the shake 
out department, or in the case of linen 
supply items into feed baskets and 
direct to the ironers. 
2. Train a flexible team: All the 
washing, extracting and tumbling op- 
erations at the 
performed by just four men, One man 
1S responsible tor the washing, another 
the extracting. while the other two 
handle all the loading and pulling as 
well as the tumbling functions. 

The plant also has a very flexible 
setup in its shake-out staff. Instead of 
having a couple of girls assigned to 
each of the three flatwork ironers, it 
has a team of four girls who prepare 
the work for all ironers. While thei 
primary function is to provide each 
unit with a sufficient backlog of work. 
they also fill in on the feeding and 
folding when not otherwise employed. 

One eight-roll ironer equipped with 
in automatic folder is used for finish- 
ing sheets. (Production on this unit 
amounts to 17 sheets per minute or 
about 1,500 pounds of work an hour. ) 
The second eight-roll is used for fin 
ishing hospital gowns, bed aprons and 
sundry linen supply items, while the 
six-roll does swipe cloths, napkins and 
kitchen towels. About 75 percent of 
the plant's volume is in linen supply 
and 25 percent in commercial flat. 

Still another labor-saving feature in 
this plant is the conveyor which car- 
ries finished flat pieces from the ironer 
directly to the supply room. This in 
sures a constant flow of work into the 
department with the result that de 
lays in making up orders are held to a 
minum 


3. Consider offering a flat rate to 
certain accounts: Although the Ama 
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Amarillo Laundry are 


rillo Laundry makes no claim to origi 
nality, it does have an arrangement 
with one of its accounts which is 
rather unusual. It offers its services to 
one customer on a flat-rate basis. 

Such a plan requires complete co 
operation, of course, and the manage 
ment must know something of the 
customer's requirements. In this case, 
the management knew what to expect 
since it had been doing business with 
the particular hospital for a number of 
years on a piece-pound basis. 

After carefully figuring out the 
average value of the account, Amarillo 
management deducted 10 percent to 
make the idea more attractive and 
offered the plan to the hospital in the 
form of a yearly contract. 

The plant agrees to handle all the 
hospital's textile maintenance prob- 
lems, including sheets, towels, blan- 
kets, uniforms, etc., and 
makes its pickups and deliveries three 
times a day. Actually, about one-third 
of the work consists of sheets and two- 


thirds is in small pieces and gowns. 


presently 





Altogether this particular 250-bed hos- 
pital provides the plant with about 
3,500 pounds of work per day. 

The plant estimates its income on 
the flat-rate 
about 4 cents a pound and about 30 


basis averages out to 


cents per garment, This may not seem 
like much but there are other savings 
and advantages which make the plan 
attractive. 

For one thing, the work coming in 
is already classified by the hospital. 
Second, since the work is already con 
tracted for on a flat-rate basis, the 
standard weighing, counting and 
pricing procedures are dispensed with. 
This means the work Cah be processed 
faster and at lower cost. And _ last, 
there is no bookkeeping necessary 
aside from mailing out the monthly 
statement and this is made out for the 
same amount each month. 

This arrangement is now in its third 
year and has worked out to the mutual 
satisfaction of both parties. Periodic 
checks are made, of course, two or 
three times a year to ascertain whether 
or not the flat rate is sufficient. 

The hospital is pleased with the 
faster service afforded it and can point 
to substantial savings the plan has 
brought about in cost per patient day. 


leasing costs: 
the company’s 


4. Investigate truck 
Another wrinkle in 
search for lower costs is its policy of 
renting route trucks. All 12 of the 
plant’s route trucks are leased on a 
yearly basis. The leasing firm provides 
garaging facilities, covers insurance, 
taxes, gasoline expense and does just 
about everything but provide the 
drivers themselves, After a full year’s 
experience, management made com 
parisons and found that leasing costs 
actually run a little less than if the 
trucks were company-owned. The big 
advantages lie in the fact that the fleet 
is always well maintained and spare 
trucks are at their disposal in the 
event of a breakdown. 





Conveyor carries work from flatwork ironers to supply room where only two additional steps 
are required to wrap out order. Every effort is made to keep manual operations to minimum 
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BETTER WASHING...FASTER! 
with PRIME SOHP and PHOSRITE 


SUDS. ..PRIME SOHP is scientifically built and homogenized. the right balance of soaps and alkalies... 
this single operation removes most of the soil, preparing the load for the scrub. 
SCRUB... .PHOSRITE ‘wash accelerator” joins forces with PRIME SOHP carried over from the suds 


scrubs out deeply imbedded soil 
present in the goods. 


BLEACH... Dry (HYCON) or liquid you use less and get better results safely because PHOSRITE 


removes lime soap which acts as a barrier to bleach. 


prepares the load for bleaching by dissolving any lime soap 


This new method saves up to 15 minutes on every load. . 


. saves soap 
and bleach. . 


. and gives you uniformly perfect washes every time. 


Order PRIME SOHP, PHOSRITE, and HYCON from your distributor 





Beach Soap Company: Lawrence, Mass. 


129 Years Continuous Progress in Manufacturing Fine Laundry Products 
| g Y 
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Bundle inserts represent ‘free rider’’ advertising for continued selling to current customers. Your only cost is for literature; your communication 
medium is your normal delivery system 


Part X in a Series on Supplementary Advertising 


How To Use Bundle Inserts 


Present customers are your most important targets; 


here's how you can trade them up, sell more services 


By GERALD WHITMAN 


YOUR PRESENT CUSTOMERS are ing services the backbone of the way of reaching your present custom 
among the best prospects you have advertising campaign is “internal” ad ers is by utilizing finished bundles and 
for increased sales volume. They can vertising, directed to strengthening garments as a vehicle for your com 
be sold on (1) sending bigger bun- relationships with the present  cus- munication, This might be called “free 
dles or more garments each time, (2) tomer. This is vital to continuing sales, rider” advertising since it employs a 
sending them more frequently, and for (in addition to the possibilities means of contact with the present 

3) using more of the various services mentioned above) customers must be customer which is already established 
vou have to offer. kept sold week after week or normal by the unique nature of your business. 

In addition, your customer can be attrition will drain them away in a How can we take advantage of this 
the best source of securing business short time. Even the highest quality type of free advertising? Among the 
from the many prospects around you workmanship and the fastest service numerous methods used are adver- 
by recommending vour services to hei possible are not enough to hold cus- tising on packages and boxes, on gai 
friends and neighbors. The present tomers against competition from other ment bags, shirt boards, collar sup- 
customer is too often ignored in ad- plants, from quick-service laundries ports, button tags, laundry and 
vertising plans when she should be and from the home washer. There drycleaning lists, bundle stickers, blan 
most highly favored. must be a continuing advertising cam- ket and sweater bags, etc. Most of 

In most cases of successful mer- paign to your own customers. these were described in detail in an 
chandising of laundry and dryclean- The most obvious and cheapest earlier article in this series. (See 
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Renovating pillows has become big, 
profitable business everywhere... and it 
will pay you to investigate its wonderful 
possibilities. One of the few laundry 
services a housewife can’t perform at 
home, pillow renovating brings in 
additional business from 
regular customers ...and gives 
you a splendid opportunity 
to acquire new customers ! 


FIND OUT WHY 
THE HUEBSCH 


IS THE 
ACCEPTED WAY 


The proper way to renovate 
pillows (the method used by America’s 
leading laundries) is to remove 
feathers and clean and revitalize them 
separately. This is best done ina 
Huebsch Feather Renovator, a machine 
scientifically designed for the purpose. 
It is a simple, easy-to-learn operation. 
Huebsch Feather Renovators come 
in two models. Both are low in 
original cost, and economical to 
operate. Ask your nearest Huebsch 
jobber for full details on Huebsch 
Feather Renovators, or write directly to 
HUEBSCH MANUFACTURING COMPANY 
3775 N. Holton Street 
Milwaukee 1, Wisconsin 


Both Models can 
also be used as 
a regular drying 
tumbler. 


RENOVATORS 
MADE BY THE WORLD'S LARGEST MANUFACTURER OF COMMERCIAL OPEN-END DRYING TUMBLERS 


‘ ov 
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AND FINISHING 
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« 
65,000 shirts (and blouses) are finished 
off with these hand-touches each week at 


BRIGHTON WHITE is » special process developed th 
our 2 years of reearch. Yuu're sure of laundry bright 
and white when you send your “Bundles To Brighton.” 


NE foc mcte 2) OC 


ticular service 








Special offer builds up par- Sells 
other services 


What Can Bundle Inserts Accomplish? 


336 Hie Sewer 


firm's 


customer on 
portunities 





Semtord, Comm 


MB) Branch 37 oth % > Ridgeway thopping Center 


Holiday feasting offers op- 





Pre-season promotion is 
good business-builder 








“Packaging for More Profit” in the 
August 1956 STARCHROOM 
LAUNDRY JOURNAL. ) 

A very popular and effective way to 
get your message across to your Cus- 
tomers is the use of the bundle insert 
—the reprint of a newspaper ad, a 
circular or a folder which is placed 
inside the bundle or box for the cus- 
tomer to read when she opens the 
package. 

The insert can generally do a better 
job than other types of package ad- 
vertising because there is an oppor- 
tunity to do more selling and it stands 


being read. 


issue of 


an excellent chance of 
Many plants use bundle inserts every 
day of the year—some of them more 
or less institutional in nature, some 
describing exclusive features of their 
service, some creating immediate sales 
by appeals to the bargain instinct, 
and some merely good-will messages, 


Inserts can be slanted to accomplish 


any of a number of definite goals: 


Justifying the sale: This is just as 
important as the origination of the 
sale. Even after they have purchased, 
customers like to be reassured that 
they have spent their money wisely. 
It is good business policy to let the 
customer know how smart she was to 
use your services, just as General Mo- 
tors keeps telling Cadillac owners how 
smart they are driving Cadillacs, 


Promoting all services: Youd prob- 
ably be surprised at the number of 
your customers who aren't 
aware of the complete range of serv- 
ices available from your plant. Every 


so otten it would be wise to inform 


present 


your shirts-only or linen-only or gar- 
ment-only customers that you can han- 


dle their other household and apparel 


needs. 
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Pushing single services: If the above 
is the shotgun technique, this might 
be referred to as a rifle shot. By con- 
fining your message to a single item, 
you stand a better chance of read- 
ership) and customer — stimulation. 
Whether you want to bolster sales in 
a department that is sagging or to run 
a special on any particular service, the 
insert is usually an effective way of 
accomplishing either objective. 

Naturally, you won't want to place 
a shirt laundering insert in a shirt box 
or a blanket message in a blanket bag 
because the recipients of these items 
are already using that particular serv- 
ice, If your insert announces a special, 
be sure that your customers receive 
it tar enough in advance to be able to 
take advantage of the bargain. 


Seasonal services: The holidays and 
the seasons offer ideal opportunities 
to plug one service or another and in 
serts can do yeoman work in stimulat- 
ing customer action. Easter, for exam 
ple, signals the time tor dressing up 
na) springweight garments and can re- 
sult in a Sorry of coat and snit bnsi- 
ness. Memorial Day usually means 
that summer is dawning and can be 
used as a springboard for laundering 
and cleaning lightweight suits and 
dresses as well as cleaning and storing 
winter garments, drapes, slipcovers 
and rugs. Labor Day might be pro- 
inserts, as the time for 
winter wardrobe in 


moted, via 
getting one’s 
shape. Thanksgiving, Christmas and 
New Years can be plugged as occa 
sions for laundering table linens for 
festive dining and cleaning = party 
clothes for celebrating. 

General messages: Falling into this 


category are a multitude of announce- 
ments yon may wish to make to your 





customers—expansion of facilities, in- 
stallation of new equipment, invita- 
tions to open houses, closing for vaca 
tions, justification of price increases, 
appeals for community drives or in- 
formal messages from the management 
on the cleanability of new synthetic 
fabrics, ete. 

Since inserts are so inexpensive and 
available from so many sources, there 
seems to be no good reason why every 
plant should not utilize this sort of 
“free” advertising in every bundle and 
box. Many allied trades firms offer 
colorful inserts at nominal cost. You 
can also buy them from a number ot 
sales promotion firms specializing in 
Jaundry and drycleaning advertising 
materials. The American Institute of 
Lanndering and the Nationa) Institute 
of Drvcleaning have numerous promo- 
tiona) ads availabJe for members. 

Reprints of your newspaper adver 
tisements are perhaps the cheapest 
way of getting vour messages to vou 
customers. A two-color effect can be 
achieved at low cost by having the 
ads run off on colored paper. 

Still another function can be filled 
by bundle inserts. Timed properly 
they can be used to pave the way for 
route 


personal solicitation by vou 


salesmen, lf you're planning a cam 
paign on blankets, for example, dis 
tribute blanket Cleaning inserts about 
a week before the route salesman 
makes his pitch for that item. The in 
sert wil) have started the customer to 
thinking blankets before the 
man talks to her, 

Above all, remember that your pro- 


motional material represents your firm 


about 


and a shoddy piece ot adv ertising can 
do much harm. Use good taste aud 
vour prestige will be enhanced. Use in 
serts and your vo)ume wi)) grow. 
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HYDRAXTOR 


SELF-CONTAINED Model “J” 


with AUTOMATIC ‘as 
OPERATION! 
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Whitehouse 


does it again! 





CUT YOUR COSTS with am azing new 
DEX-KNIT nets—first practical all dacron laundry 


nets and latest product of Whitehouse’s program 
of development and research. 


This new example of progress in laundry products 
offers you what we believe to be by far the finest 


knit net ever constructed. DEX-KNIT dacron nets 
are made to WEAR... and WEAR. 


COMMERCIAL TESTS PROVE DEX-KNIT SUPERIORITY 


Actual tests in leading laundries prove that 
DEX-KNIT nets will definitely outwear all other 
knitted nets tested. They'll save you money in 
replacement costs, in efficient operation. 

THESE NETS ARE NOT AFFECTED BY 
BLEACH OR CHEMICALS. They resist shrinkage 
to an amazing degree, which gives you peak capac- 
ity. TRY THEM! You'll see for yourself why we 
call them the finest knit nets ever made! 
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with Revolutionary New 


"Wear like Granite’’ 


Cut your Costs! 





first practical all-dacron nets 


Ww rEHOUSE | 
360 Furman Street, Brooklyn 1, New York 





‘Continued Leadership Through Constant Research’’ 
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Spot CHECK vs. FULL INSPECTION 


Measuring Quality 
In Shirt Finishing 


Plantowner finds 14-point rating guide 


and spot-check system improve quality 


By BENJAMIN B. FOSTER 


Foster's Laundry, Gloucester City, New Jersey 


WE USE A MODIFICATION of the 
New Jersey Shirt Quality 
We use fewer samples and 


Rating 
SC hedule 
fewer elements. One hundred percent 
inspection would be fine, but we do 
not believe the 


cost, especially in the case of a plant 


results warrant the 
with insufficient shirts to require a 
full-time inspector, or where there are 
limitations of workflow, equipment or 
floor space We have 


found spot in 


spection adequate in providing work 
satisfactory to our customers, 

There are 14 things about a shirt 
that we believe should be given at 
tention with respect to finishing and 
folding. 

Rough dry and poor ironing finish 
is something that usually is not charge 
able to the operator. Rather, these 
faults 


padding and maintenance 


are largely due to equipment 





Spot checks on shirt quality are made twice 
daily by plant superintendent in full view of 
operators. Plant turns out 7,000 shirts per 
week with two four-girl units 


Not too long ago we were exper 
encing some trouble in the appearance 
of the sleeves coming from one unit 
\ thorough check of all factors re 
vealed core sand had plugged the 
strainer ahead of the trap. This was 
an unexpected event because — the 
press was then 10 years old. But this 
instance points up the fact that poor 
work sometimes requires thorough in 


vestigation to determine the cause. 








3 Ways to Improve Shirt Quality 


Kimball's uses conveyor, full inspection 


and psychology in its cold-fold approach 


INDIVIDUAL INSPECTION keeps 
shirt complaints at less than two per 
thousand at Kimball Laundry in 
Omaha, Nebraska. 

Operating on the premise that qual 
itv is more important than quantity, 
the management of this plant spared 
no pains to establish and maintain its 
reputation for doing top-grade work. 
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By HARRY YEATES 


Here’s a description of the system 
used at Kimball’s which enables it to 
produce nearly 55,000 perfect shirts 
each month. 


All shirts are pre-inspected. Every 
shirt coming into the plant is care 
fully checked at the marking opera 
tion. All sleeves are rolled down. And 








pockets are cleaned of foreign mate 
rials such as matches, lint, tobacco, 
etc., to minimize the possibility of re 


washing. 


Conveyor separates finishers and 
folders. To relieve the shirt operators 
of the burden of inspection, Kimball 
management many years ago pulled 
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SHIRT QUALITY RATING SCHEDULE 
Folding and Finishing 


SHIRT BAND 2 points if band holds. shirt 9. SLEEVES 7 points if ironed smoothly 


firmly and is not too tight. with no wrinkles or rough 


BOSOM BAND _ 5 points if centered on folded dry 
shirt. , 2 points if folded neatly and 
3. COLLAR 2 points if creased correctly not bunched 


and is not broken” on 
wrinkled. . points if ironed smoothly 


. * : . t} oO ( ( ) y 
COLLAR points if ironed smoothly aoe no wrinkles or rough 
with no wrinkles or rough 
dry and is properly shaped 2. BOSOM polite -if ironed encatile 
CUFFS points if laid flat with no with no wrinkles or rough 
creases, or if creased neatly dry, and bosom band is un 
a ae wrinkled 
CUFFS points if ironed smoothly 
v aagben eee 3. POCKETS points if ironed smoothly 
dry and are square with uo wetalles-or rouah 
PLACKETS & points if ironed neatly with dry and contain no paper 
GUSSETS no rough dry. et¢ 
SLEEVES 7 points if folded neatly and 4. BUTTONS points if no buttons ar 
not bunched. missing 


Perrect Ratinc—100 points 











Our inspections are made by the item is given a zero. We make no at ator to know when a_ poor operation 
laundry superintendent. He — takes tempt to grade the work by degree. has crept in and has become an estab 
samples twice a day, morning and The full credit is earned or it is lost lished habit. Regular inspection is a 
afternoon, at irregular times. The shirt The points are assembled for the better way of discovering these things 


is unfolded in view of the shirt oper week and the average rating is posted than having them revealed as a result 


ators. Let us say that the item under There are no rewards or penalties of customer complaints. Some custom 
scrutiny is the folding of steeves. If based on the ratings. The desire to ers do not complain—they quit! 

they are folded neatly and are not excel is the primary motive. To further the work of this pro 
bunched, he checks the tally sheet Good operating habits, we believe, gram it is sometimes necessary to re 
for credit. If they are not folded may be acquired as easily as bad ones train old employees and see that new 
neatly or are bunched in any way, the The pring ipal thing is for an oper- ones get off to a good start 





Heart of Kimball's quality con 
trol system is inspection sta 
tion separating finishers from 
tolding operators. All shirts are 
double-checked on conveyor. 
Inspector lights bulbs atop con 
veyor to call attention to fin 
ishers errors 


the folders out of shirt units and 
placed a full-time shirt inspector be- 
tween them. The shirts are carried 
from the unit to the folders by means 
of an automatic conveyor equipped 
with a series of hooks on which the 
shirts are hung. The speed of the 
conveyor is geared to match the pro- 
duction speed of the plant’s three 
2-girl finishing units. Each unit does 
about 120 shirts an hour and two 
hooks go by the unit each minute. 
The conveyor has several advan 


tages: 


Now one girl checks all the shirts 
going out of the plant. This as 
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Two a minute: Finishers hang shirts on empty hooks which swing around the conveyor from 
inspection station at left. Speed of conveyor is geared so that two empty hooks pass a finish 


ing unit each minute 


sures the consistency of inspec 


tion and quality. 


The shirts have a chance to dry, 
which means they can be folded 
“cold.” thus eliminating objec 
tionable heat wrinkles. 


Management finds that the folding 
operators do a better job since 
they were removed from the reg- 
ular shirt unit. 


Shirts are easier to inspect and there 
is a better chance to catch errors 
before folding. 


All shirts are double-checked. As the 
shirts swing around the conveyor, they 
are pre-inspected by one girl who is 
charged with the function of folding 
and fastening all shirts with french 
cuffs. — This preliminary 
screening for shirt errors. 

When the shirt reaches the regular 
inspecting station, another girl gives 


provides 


it a more detailed inspection watching 
for those faults that have caused the 
greatest amount of customer dissatis- 
faction in the past. 

At the present time, the breakdown 
of monthly complaints follows this 
pattern: 


$0 shirts are returned because of 
stains 

25 shirts come back because of 
wrinkled collars 

10 to 15 shirts are returned be- 

cause of missing or broken but- 

tons 

to 10 shirts are unsatisfactory 

because of wrinkled bosoms 


7) 


2 to 5 are returned because of 
cuff complaints 


As can be seen from the above rec- 
ord, staining seems to pose the great- 
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During the 
month, the inspector will catch and 


est problem. average 
return about 15 stained shirts to the 


W ashroom. 


Psychological incentive used. Jo im 
press on the girls the importance ot 
good finishing, the management has 
installed 
credited with reducing the amount 
of work to be refinished to less than 
50 shirts per month. The device con- 


a simple device which is 


sists of nothing more than a set of 
lights mounted on a panel above the 
conveyor near the inspection station. 
Each light bulb is a different color and 
each represents one of the shirt units. 

When the inspector runs across a 
shirt that is improperly finished, she 


























checks the tag at the bottom of the 
shirt to see which unit processed it. 
Then she snaps on the appropriate 
light, calling attention to the fact that 
an error had been made by that unit 
The girls don't like to see these lights 
go on, because it singles out their unit 
as the one doing shoddy work. This 
psychological incentive is eftective. 

If the shirt doesn't pass inspection 
it is hung on a rack and returned to 
the unit when that particular lot is 
completed. The girls are not penal 
ized for redo’s because management 
is interested only in turning out a 


good product. 


Hand-finished shirt service offered. 
For the fastidious, Kimball Laundry 
provides a luxury hand-finished shirt 
service. The body of the shirt is ma 
chine-finished. The collars and cufts 
are left undone. The shirts are then 
placed on the convevor with the regu- 
lar work and the inspector transfers 
them to another rail which carries 
them to the hand finisher, Approxi- 
mately 600 shirts are hand-finished 
each week, 

Full dress shirts and fancy pleated 
shirts are handle d In the Same manner. 
According to the management more 
and more men’s pleated shirts are 
coming into the plant each month. 

Base price at Kimball Laundry is 
25 cents for a regular shirt at the 
store and 28 cents delivered. Hand 
ironed shirts are 35 cents apiece 
while full dress or pleated shirts cost 
50 cents. 

Of the 55,000. shirts processed by 
the plant each month only 1.49 to 
Live percent are returned, thanks to 
Kimball's individual shirt inspection 


system. 








A RETURN TO PROSPERITY — The Domestic Laundry Service of Kankakee, Illinois—with two modern stores 


and 12 trucks — provides a unique “one-stop” service for the 100,000 residents in its area. In addition to home laundering 


and dry cleaning, Domestic operates a full-scale diaper service, an industrial linen and garment finishing service, and 
complete facilities for fur storage. For years, Domestic has used Prosperity laundry aprons almost exclusively for the produc- 
tion of its quality flat work. Although other brands have occasionally been tried, Domestic has always returned to Prosperity. 


This is another example of how the fabrics produced by Mount Vernon Mills and the industries they serve are serving Ameri 


UNIFORMITY A 
Makes The — lount Vernon Wills, Jue. Gia 


Me 4) 


' ‘ ] y 
Big Difference A LEADER IN INDUSTRIAL TEXTILES SUING INGE 


In] trial ; 
n Industria “ 


Fabrics 
Main Office: 40 Worth Street, New York, N. Y. * Branch Offices: Chicago * Atlanta * Baltimore * Boston * Los Angeles 


Always look for this purple Stripe in all PROSPERITY’ and ORIOLE” fabrics. It’s your 


assurance of fine ‘performance and longer life in apron duck and cover cloth fabrics. 


PROSPERITY and ORIOLE purple stripe fabrics are available ONLY from these laundry supply jobbers: 


THE CARMAN CO., Denver, Col. * CARMAN-CONLEY, INC., Chicago, Ill., Indianapolis, Ind. * CARMAN-MITCHELL-WING CO., Stonehaven, Mass. 
CARMAN OHIO CO., INC., Cincinnati, Ohio * CARMAN PITTSBURGH INC., Pittsburgh, Pa. * CARMAN SUPPLY CO., Cleveland, Ohio * C. C. CHEMICAL 
CO., Sunnyside, L. |. * JOHN P. LYNCH CO., San Francisco, Calif., Los Angeles, Calif. * MORRIS & ECKELS, INC., Alexandria, Va., Norfolk, Va., 
Baltimore, Md. * MORRIS & ECKELS CO., Jacksonville, Fla., Atlanta Ga. * OSMUND & CO., Portland, Ore. * ROCHESTER CARMAN SUPPLY CORP., 
Rochester, N. Y. * JAMES E. ST. JOHN, Philadelphia, Pa. * E. J. THOMAS CO., Columbus, Ohio * THOMPSON-HAYWARD CHEMICAL CO.—CARMAN 
DIVISION, Fort Worth, Tex., Houston, Tex., Kansas City, Mo., Omaha, Neb., St. Louis, Mo., San Antonio, Tex. 
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Roger, over and out: Radio 
unit is mounted to bottom of 
truck's instrument panel. Speak- 
er is set forward and out of 
way near floor. Thumb-operat- 
ed button on ‘mike’ permits 
route salesman to answer of- 
fice calls 








































cost of operating it. Since we could 


find no figures trom other laundries 


. e e we made up our own yardstick and 
+ . ' 
Radio Communication ite: 1h sitio communication 
would be a paying proposition on the 
. basis of the following four points: (1 
For Laundry Selling the publicity and advertising. valu 
2) the improvement of our delivery 
service; (3) provide better supervi 


sion; (4) coordinate our selling effort 


Two-way truck radios offer at /east 
Equipment described 


four sales promotional advantages 
Our primary unit is our base station 
installed at our main plant. We have 
a 60-foot antenna at the highest point 
By PERRY M. CHISUM on our building which gives us a 
range of about 40 miles. We are using 
Pro side nt, Me Kean’s \Vlodel Laundry FM which has a line of sight range 
similar to television. We would in 
and Dry Cleaners, Phoenix, Arizona crease this range bv installing a higher 
intenna or by placing our present an 
tenna on a higher point. (The present 
antenna cost the plant about $110 





WE FIRST BECAME interested in ices trom time to time which em At present we are operating 12 
radio communications — for possible ployed a relay through a third person mobile units. These are combination : ‘ 
use in our organization about eight and later by the telephone company transmitter-receivers and only use an 
vears ago. We noticed it being used but none of these seemed to fit om antenna about 8 inches long. In tact 
in other businesses ‘to advantage and needs. We wanted to use mobile radio | think our men were rather disap 
thought it might be a useful tool for for more than just dispatching calls pointed when they didn't get a long 
our collection and delivery service About a vear ago we were advised fishpole antenna on their trucks. Since 
However, it seemed that the laun that the new citizen’s band was avail we are using  ultra-high-frequency 
dry industry did not rate a radio i able for our own system, It requires equipment which has a very. short 
cense. We were turned down each only a. station license ind operators wave length, we use a very short an 
time we ipplied to the Federal Com do not have to be individually li tenna 
munications Commission. We did censed as pre viously. It uses the ultra Each mobile unit costs about S665 
keep in touch with the latest devel high-frequency FM type of equip and the company carries a mainte 
opments through Motorola which ment nance contract which costs $8.50 a 
compan mducts much of its” re We were at this point faced with month for each mobile unit, The base 
search in our community. We were the decision of whether mobile radio station costs about $400 and mainte 
offered several different types of sery would be worth the investment and nance contract runs to S17 per month 
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Interested Jaundrymen may also in 


vestigate leasing arrangements on 


equipment, which are said to be avail 
able y 

Ten of these mobile units are in 
stalled in our regular pickup-and-de- 
livery units. One is installed in the 
sales manager’s car and one is in 
stalled in my car. 

Now all of these units operate on 
the same band and this cannot be 
changed, All you have to do is pick 
up the mike, press a button when you 
want to transmit and release to re 
ceive again. All units can hear all 
other units within their range and, of 
course, they all hear every transmis 
sion from the base station at the plant 
The mobile units sometimes get out 
of range of each other, but truck-to 
truck contact can always be made in 
that case via the main transmitter at 
the plant, relaying back and _ forth. 

I have an extension unit in my of- 
fice on my desk. This unit looks like 
a speaker telephone but with it | 
hear both ends of the conversations on 
our radio, Any time I want to talk 
with any routeman, our sales manage! 


or supervisor, all I have to do is lift 


the receiver and call them direct. | 
don't even have to go through our dis 
patcher. 

We have combined the duties of 
dispatcher with that of our telephone 
operator so she handles all incoming 
calls and dispatches them at once to 
our routemen, She also keeps a mastel 
board on which she keeps track of all 
units, as we require all units to check 
in and out of the plant, also when 
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thev will be out of service for over a 
10-minute period. Consequently, we 
know the approximate 


each truck at all times. 


location — of 


Value of radio 

Publicity and advertising: We re 
ceived our first returns in advertising 
and publicity. A local newspaper car- 
ried a news item on our radio system, 
describing our installation and what 
it would mean to our customers in 
better service. A similar news item 
was also carried by one of our local 
radio. stations. Through these news 
items we received an invitation to par 
ticipate in an interview-type show on 
television, which we were happy to 
accept. This interview turned out very 
well since we were able to drive On’ 
of our trucks inside the television 
studio and actually transmit and _ re 
ceive before the cameras. In_ fact, 
there was an actual call made to ow 
plant while we were on the air and it 
was transmitted to our truck before 
we left the studio. 

Now so far this was all free publicity 
of the news type and we had_ not 
spent one cent, yet already people 
were beginning to talk about our new 
radio system, Of course we immedi- 
ately followed up with newspaper ad- 
vertising describing our system and 
the fast service we had to offer. We 
also used a cartoon type spot on tele 
vision showing our trucks receiving 
calls via radio. 

Truck signs were also installed on 


each truck as well as decals to ac- 


Communications center is in 
plain view of customers in main 
plant call office. Radio set is 
just above dispatchers micro 
phone Other equipment shown 
includes plant intercom, driv 
ers check-out board, telephone 
recording set for after-hours 
orders, telephone and adding 


machine 


quaint the peopl on the street that 


we had radio-dispatched units 

As we began to use our radio sys 
tem we discovered other ways to ob 
tain free publicity. We found that 
people were listening to our transmis 
sions when the trucks were parked 
on the. street. This. ot course, was 
good publicity in itself, but we de- 
cided to take advantage of this and 
keep our mobile units turned up loud. 

We try to use our company name 
as much as possible. For example, 
when we give our call letters we sav 
“This is 11 A 0895 McKean’s Radio.” 
At trequent 
time—‘courtesy of McKean’s Radio,’ 


intervals we give the 


of course. We have even developed 
our own plugs—we borrowed a little 
number from NBC's monitor and say 
this is MceKean’s Radio 
and doit 


“going places 
ig things for better service” 
or we might say “This is McKean’s 
radio ‘Serving Phoenix and the Val 
ley of the Sun’ with better laundry 
and drvcleaning service.” 

We try whenever possible to radio 
the proper routeman while our cus 
tomer is still on the phone so that she 
can hear his answer, Of course this 
leads to questions as to just how we do 
this—giving us an opportunity to ex 
plain our radio system. . 

There was so much interest in our 
transmitter at our plant that we have 
now moved it up front in our office 
where call customers can hear ow 
transmissions and watch our control 
board work. Many times route custom- 


ers will come into our office seeking 


information about their bundles. We 
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Suitcase-size mobile unit takes very little room in truck. When repairs are needed, wires to 


driver s phone and loudspeaker are unplugged and entire case is removed with twist of handle. 
One mon can make replacement in matter of minutes 

take them to our transmitter, call the use in case of air attack or disaster. 
route n and get the matter straight More community service. 

ener ut at once 


\l] routemen are instructed to re Improved service: We teel that two 


port wrecks, fires and other emergen way radio is the answer on how to 


cies Via their radio. We have received actually provide fast, efficient service 


some ery favorable publicity from to our customers on our routes. Before 
this and have been able to perform we installed our svstem we discovered 
some real service for the community. we had a plant that was processing 


We expect as soon as our equipment all of our work in six hours but the 
linked directly with 


CONELRAD radio alert svstem_ for ing down to ow 


arrive to be impact of our fast service was not sift 


customers on our 











Gi BIOGRAPHY—/’, y M. ( 
~ / of Phoenix and aq vo 
ty I’) y hy here he « p egree 
¢ in Japar m exchange fudent } 
} luring Wo WW IT ope p 


Private phone enables Perry Chisum to hear 
every radio conversation in his office. Phone 
has speaker in place of usual dial and a 
rheostat control to regulate volume. The 
receiver itself is fitted with a thumb control, 
so listener can get into act at any time 
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routes. It seemed that our cash-and 
cairy customers were the only ones 
who were getting the benefit of this 
fast service. 

We found that even with frequent 
telephone contact with the main office 
sometimes the routemen were pain 
fully slow in getting to the customer, 
and even then by that time = she 
wouldn't be at home. If a telephone 
message slip was put into the wrong 
route box it would usually be the sec 
ond day before the mistake was dis 
covered and the slip transferred back 
to the proper routeman. We of course 
had many customers call in just after 
the routeman had passed their house 
or was next door but we had no way 
of contacting him until later 

Now we call the routeman immedi 
ately, which allows him to tell the cus 
tomer just when he will be there. 
Sometimes he cannot make it at once, 
but we find that between our custome 
and routeman they can always work 
out a satisfactory time 

Our mobile radio places our entire 
organization at the disposal of our 
_all dav long. A routeman 
makes the 
rounds and we feel that he has an ex 
pert with him all day long to help 
want to 


routemen 


has many problems as_he 


with any problem. He may 
get information on a charge account 
He may need information on some 
difficult piece of drycleaning. He may 
have an irate customer who needs a 
kind word from someone with a little 
more authority. 

Our sales manager is available to 
each routeman whether he is in the 
plant or out on the routes, Each su- 
pervisor is not only available to the 
man he is with that dav. but to all 
the other men. 

This close contact which we are 
able to maintain is a great advantage 
when training new routemen, No mat 
ter how careful or thorough vour train 
Ing program 1s, those first few days 
and weeks alone are pretty tough. 
With the full help of the plant per 
sonnel and route Supervisors available 
to him, a new man quickly gets over 
those first rough spots. 

We even find the routemen cooper 
ating with each other on picking up 
bundles for each other in emergencies 
when the regular man cannot make 
the pickup soon enough. They will 
hear the call over the air and offer to 


cross over their route for the bundle. 


Better 
check in and out of the plant via their 


supervision: Our  routemen 
radios and are plotted on the master 
board, They also check in and out of 
service when expecting to be unavail 
able for more than 10 minutes. The 
sales manager can, ot course, know 
exactly what location on his route a 
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Fugitive color runs are inevitable in the 
laundry business. But you can make them less 
of a headache by keeping a supply of Wilson's 
YellowGo on hand. 

YellowGo is the famous concentrated 
titanium stripper that safely removes dye stains 
of any color from white or colored fabrics. It 
works fast and does a thorough job without 
weakening tensile strength ... can be used in 
the wheel, in a bath or as a spotter. And it’s 
economical too—YellowGo costs only pennies 
per gallon of stripping solution. 

Veteran laundrymen have sworn by 
YellowGo for over 25 years— they know by 
experience that there’s no substitute for its 
speed, safety and effectiveness. So, next time 
you order a dye stain remover, don’t be satis- 
fied with something “just as good”. . . insist on 


Wilson's YellowGo. 
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2 }mprove Your 
<— Fabric Finishing 
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Several plant superintendents 


have asked, “How can we main- 
tain quality production on 
Cabinet Sleeve Presses?” 


made of Stad 
and Nylon 


nel assembled 





gether will 


you produce the 
finest work from ur cabinet sleeve fp ses. 

Stad-Tex is slick but not slippery so the sleeves can 
slide easier and be positioned more quickly, Stad-Tex 
(the outer cover) is made of long wearing, heavy 
filament nylon, especially treated to resist heat and 


abrasion. Stad-Tex is backed with Nylon Flannel, a 


knitted filament nylon napped on one side to give it 


SOFT 


inside 


)) 
























resiliency for a long time and to maintain the prof 
thickness, Sleeves dry quickly. Stad-Tex Nylon 
FI ! embi. * ‘ ey to tc I! 
annel assembly 18 a one piece cover, easy to stall 
and guaranteed to fit all cabinet sleevers of every cabinet 
leeve press manufacturer 
% a 


=e 6 


Wins aa) -~ 
== 


Call your distributor—he will 
help you with your press 
maintenance problems. Or 


write for a “Glossary” that 
defines the various types and 


uses of STAD-SPUN and STAD- 
TEX Press Covers. 


STADHAM 


COMPANY, INC. 
HEXAGON DIVISION 


1825-31 N. 20th ST. PHILADELFHIA 21, PA. 
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man is at any time. Our sales manager 
is able to spend much of his time out 
on the routes and still not be out of 
contact with his men or with the plant. 
He frequently contacts a man via the 
mobile unit in his car and arranges 
for a rendezvous at some particular 
spot on this route. He may have some 
special order for him, or just might 
want to have a personal conference. 

Listening to the radio conversation 
gives the men a certain boost in 
morale, It is hard to work alone. This 
two-way system makes each man feel 
more a part of the team. Of course it 
keeps the men more on their toes be- 
cause any long period “out of service” 
is quickly noticeable. 


Coordinates selling effort: We have 
found that the best way to get our 
routemen to make new calls is to pick 
out definite leads and direct their 
efforts over the radio, These leads are 
move-ins of new people, various club 
lists, ete. We even block out certain 
parts of a man’s territory—usually one 
he suggests himself—and cover that 
territory house by house. We do not 
ask him to just call on the houses in 
this area, but we look up the names 
and give him a direct ca)) via his mo- 
bile radio, Our sales manager receives 
a radio report on al) these calls. 

We believe that a routeman should 
have his day pretty well planned for 
him when he starts out and that he 
should be constantly directed through- 
out the day. This includes his door-to- 
door selling. 

Constant selling reminders to our 
men are given out on radio throughout 
the day, At the end of each call to a 
man our dispatcher ends her conver- 
sation “and dont forget to ask for 


drapes.” We use this same procedure 
on whatever we are promoting at the 
time. 

Two-way radio has saved so much 
time for our men by eliminating back- 
tracking and other extra calls that we 
find they have more time to handle a 
larger route and do extra selling. This 
means more commission for the route 
men, therefore better satisfied men. 

Of course, the very fact that we are 
able to take care of our customers’ 
needs so quickly is a great selling 
point, also. After all, service is just 
about all we have to sell in the laun- 
dry business, in the last analysis. 

Now you may think these advan 
tages are all well and good, but just 
what are the results? Has radio com- 
munications shown any concrete re- 
sults? 

Just before I left the plant I took 
the figures from our 10 radio-equipped 
retail routes and compared the figures 
for the most recent four weeks against 
the same period Jast year before we 
started using our radio equipment. 

Every one of these routes was show- 
ing a substantial gain. Our best route 
showed a gain of 56 percent and our 
lowest was still able to show over 6 
percent gain, We had four routes over 
the 50 percent mark and one of these 
was operated by a new man, Ow 
over-all average for all routes showed 
30 percent. 

Now this is in the face of increased 
cash-and-carry competition—in fact, 
we operate 12 cash-and-carry stores 
ourselves. 

We feel that we will be able to 
show the same or greater gain for 
some time to come as we shall get 
even greater results in the future from 
our radio communications. 














| J. B. never lets you forget he used to be a steel worker.” 





STARCHROOM LAUNDRY JOURNAL 











Let us show you how these three 
simple loys con be made in your 
plant on an Ajax Supermatic 
Shirt Unit. Write, wire or phone 
{Elgin 5-7406) for complete 
layouts, floor plans and testi- 
monial letters. 


November 15, 1956 


CABINET 
SLEEVE PRESS 


Model CS 


1... The first operation superbly finishes 
both sleeves in just one lay — automa- 
tically — in 7 to 8 seconds. © The ex- 
clusive ‘‘Magic-eye’’ seam indicator per- 
mits instant adjustment for any length 
sleeve * Faultless finishing from cuff 
seam to shoulder seam * High velocity 
heads and fully heated bucks for fast 
drying. 


COLLAR AND 
CUFF PRESS 


Model CCW 


2... One single lay finishes both cuffs 
and collars completely with superb 
quality. Equipped with exclusive AJAX 
HIGH VELOCITY HEADS for fast drying 
Designed for years of continuous per- 
formance. Every shirt gets an extra-fine, 
lustrous finish that your customers ap- 


preciate and recommend to others 


CABINET BOSOM 
BODY-YOKE PRESS 


Model CBBY 


~ . One lay completely finishes the 
front, back and yoke, automatically in 15 
seconds, with perfect quality * Easy to 
load © Easy to Train New Operators ° 
All Steel Construction for Dependable 
Service * Exclusive AJAX High Velocity 
Heads for Fast Drying. 














“| have given New Ad-Dri Bleach a thorough test and 
am convinced of its superiority over liquid bleach. 
Formerly | thought dry bleaches were not safe, but | 
have used New Ad-Dri Bleach on more than $10,000 
worth of home laundry and find it to be completely 
safe to use. In addition, our experience has proven that 
New Ad-Dri Bleach turns out high quality work. 
| particularly like the consistency of strength and the 
ease of handling New Ad-Dri Bleach.” 


Mr. J. M. Mitcham, Superintendent 
Stoddard Cleaners, Inc. 
Atlanta, Georgia 





“We like New Ad-Dri Bleach in our plant. 
It’s so convenient to use, and it’s a good 
stain remover, too.” 


Mr. Marvin James, Jr. 
Istrouma Fabric Cleaners 
Baton Rouge, Louisiana 





“‘There’s no mixing or messing with bleach 
preparations. | just put New Ad-Dri Bleach in 
my regular bleach operation in dry form, 
that’s all." 


Mr. Edward Croak, Manager 
Selmier Peerless Towel and Linen Service 
St. Louis, Missouri 


“Se 





“It’s really simple to use New Ad-Dri Bleach. 
We just fill the Dri-Ader measuring cup 
to the proper mark and add it dry to our 
regular bleach operation.” 


Mr. Cecil C. Collins, Superintendent 
Oak Park Cleaners and Laundry, Inc. 
Tampa, Florida 
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New Ad-Dri Bleach is packed in 100-Ib. 


Leverpak drums. Each drum contains a 
convenient Dri-Ader measuring cup. 


Ad-Dri® is a trademark 


AND THAT'S ALL THERE IS TO IT! 


Here’s the modern, convenient product designed to eliminate 
the spillage and breakage, the time-consuming bother, 

the guesswork and errors of ‘‘do-it-yourself”’ bleach 
solutions—New Ad-Dri Bleach. 


It’s as easy to use as putting in the soap. All you do is to 
add New Ad-Dri to the wheel at the beginning of your 
normal bleach operation. 


New Ad-Dri does the rest! Turns out wash after wash with 
extra stain removal, maximum whiteness retention and 
minimum tensile strength loss. 


Buy New Ad-Dri Bleach now and get controlled bleaching 
with no waste of bleach power. With New Ad-Dri, you’ll see 
the difference for yourself at once—the right bleach, the 

right amount, the right strength! Order from your 

laundry supply house or write directly to us. 


MATHIESON CHEMICALS 


OLIN MATHIESON CHEMICAL CORPORATION 
INDUSTRIAL CHEMICALS DIVISION + BALTIMORE 3, MD. 





3700 
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Point-of-purchase signs suggest plant's many services and make salesgirl's job easier. Plant also uses television, radio, newspapers and other 


media to stimulate interest. Special promotions, like box storage 


This Richmond firm puts 


give girls opportunity to earn bonuses 


Counter Girls on Commission 


Rigid training plus incentive helps boost 


this plant's total sales volume fivefold 


BRANCH OPERATORS are all too 
often inclined to believe that there 
isnt much that can be done to stim 
ulate sales at the counter, But the 
management of Cinderella Cleaners 
and Launderers in Richmond, Vir 
gina developed a plan that has 
worked wonders 

rhree years ago this plant averaged 
less than $1,000 a week, Todav its 
drycleaning volume has increased five 
times and over-all sales run near $500, 
000 annually, 

There is no pat formula for suc 
cess, although in the final analysis it 
includes business acumen, merchan- 
dising, salesmanship and daring to do 
things differently from the accepted 
pattern. The latter reason keynotes 
the success of Cinderella. 


immediately upon 


For example, 
taking over the business the new 
owners raised prices in what had been 
traditionally a cut-price operation. 
They budgeted 8S percent of their 
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By ART SCHUELKE 


gross for advertising, four times the 
industry average. They still spend 4 
percent, although dollarwise this is far 
above their original expenditures. 

Cinderella put its counter girls on 
an incentive program, rather than a 
straight salary. It instituted a sound 
sales training program for all store 
help and route salesmen. The results 
of the training and incentive programs 
play a vital part in this firm’s success. 

Since similar programs can be help 
ful to all branch operators, E, A. Show 
maker, president of the firm, agreed 
to divulge its program. 

Management of Cinderella decided 
that store sales costs should hold at 
10 percent. This is exclusive of rent, 
light, supplies and other cost factors. 
The girls in a given store divide up 
10 percent of that store’s gross sales. 
Each outlet operates independently 
of the others in arriving at the bonus 


figure. Within each outlet the girls 
function as a team. The firm pres 
ently has seven branches and the main 
plant call office. Crew sizes vary, but 
the larget stores are handled by four 
girls, In every case, pay is straight 
commission, with no guarantee. 

In addition to the regular commis 
sion (in lieu of straight salary), the 
girls are offered special incentives on 
promotional items, For example, the 
firm is currently engaged in a_ box 
storage drive. Each store's quota is 
10 orders a week. If the quota is met 
the girls get an extra dollar per box 
bonus. In case they just meet quota 
the girls in that store divide $10 
among them. If they sell only nine, 
there is no extra commission, 

The counter girls are backed up 
on these promotional drives by tele 
vision, newspaper and radio advertis 
ing, as well as other forms of met 
chandising. Window streamers, as 
well as store interior trim, offer sales 
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RED EDGE KNITTED PADDING 


Available in the right Types and Styles 
for all your Finishing Equipment! 


STANDARD 14" and 5%” 
FOR FLATWORK IRONERS: 1,” and %,” 
Styles in Rolls, or Cut and Bound Pads. 


FOR PRESSES: 5/,” Style, Redi-cut and Bound 
Pads. Also available in Press Padding Rolls. 


DOUBLE THICK 
FOR FLATWORK IRONERS: 3 Cut and Bound 
Pad Styles. 
Cotton: Cotton Binders attached. 
Cotton: Asbestos Binders attached. 
Asbest Asbestos Binders hed 

& 

All 3 Double Thick Cut and Bound Pads 
available WITHOUT Binders if desired. 
Single Thick Pads available in all 3 cotton- 
asbestos styles for Flatwork lroners using 
spring padding. 
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BEST Salesman... 
Flatwork with 


iiaie sills 


“Perfection” Finish is your best salesman. It calls on 
every Customer, extends a guarantee of complete satis- 
faction and places firsthand proof of highest quality 
work at every housewife’s fingertips. Moreover, this 
salesman calls again and again and quickly establishes 
your reputation among ALL the housewives of the 
community. That means MORE customers, MORE 
bundles, and more PROFITS for you! 

Your best assurance of “Perfection” Finish is RED 
EDGE Knitted Padding. Highly resilient, it forms a 
firm but springy cushion on your flatwork ironers and 
presses . .. treats flatwork, white shirts and sport shirts 
with utmost care, presses surely and cleanly without 
damage to buttons, seams or hems. And RED EDGE 
saves money for you because it saves dressing time 
in your plant, goes on and comes off ironers and 
presses quickly and with ease. Ask your Supply House 
for RED EDGE today! 


RED EDGE 


Kaitted Padding 


* 





aids to the girls, too. During the 
present box storage promotion the 
girls wear teaser buttons which say, 
“Ask me about box storage.” They are 
“fined” 50 cents if they are caught 
without the button while on duty. 

The girls are so imbued with the 
spirit of selling, it is a revelation, One 
was encountered a few blocks from the 
plant. on her way home after work. 
She still had on her pin! Whenever a 
customer brings in a summer garment 
for cleaning, she is given the box stor- 
age story. Often the girls will hold a 
box with a few items for the customer 
for several days. It gives the patron 
a chance to bring in other summer ap- 
parel to get the box full. A visit to a 
couple of outlets revealed each store 
had a half dozen or so boxes partially 
full, awaiting another armload from 
the housewife. 


Selection and training 


Jobs as counter girls for Cinderella 
Cleaners are considered highly desir- 
able. What few vacancies occur are 
usually filled by some person recom- 
mended by a present employee. Only 
on rare occasions is it necessary to 
run a newspaper advertisement. 

When an applicant is to be hired, 
she is first interviewed by the store 
manager of the main plant. This per- 
son, Lillian Ellis, is completely famil- 
iar with hiring techniques and under- 
stands selling. 

Applicants are asked if they pre- 
fer straight salary, commission and sal- 
ary or straight commission. If they in- 
dicate a preference for the first two 
they aren't hired. This organization 
wants people who want to earn on 
their abilities. After the initial screen- 
ing, management further interviews 
the job seeker. In most cases the de- 
cision of the store manager is ac- 
cepted. She then has the responsibil- 
ity of training the new girl, and the 
right to dismiss all counter personnel. 

The new employee is a trainee for 
at least three weeks. Even if a help 
shortage exists, the new girl is given 
complete training in the main plant. 
Girls from the plant call office or other 
stores will cover the vacancy caused 


by pe ople Ww ho are absent or who have 
left the company. During the training 
period the girl is on straight salary. 

The first week of employment is de- 
voted to educating the new girl in 
drycleaning processing of garments. 


She does actual production work, 
starting in the marking department, 
right on through cleaning, spotting, 
finishing and assembly. While the 
trainee doesn't do the cleaning or 
spotting, she does help in classifying 
and sorting. She learns all the pro- 
cedures used in those departments. 
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All her time is devoted to process, 
absorbing product knowledge. No at- 
tempt is made to teach her selling at 
this point. She does learn scheduling, 
pricing and other points that will 
stand her in good stead when she be- 
comes a saleslady. 

All of the second week is spent 
in the laundry department. Here the 
trainee doesn’t do any work, but mere- 
ly observes the several steps of the 
operation. It would slow production 
of shirts, for example, to break up 
a crew while the novice attempted to 
finish them. She does become famil- 
iar with every phase of laundry proc- 
essing, the amount of expensive equip- 
ment required and the care given 
customers’ apparel. 

Finally, in the third week, the 
trainee learns selling. She is carefully 
coached by the main plant store man- 
ager. She helps the counter personnel 
index and list orders. She listens to 
the other girls as they wait upon cus- 
tomers. She learns the various services 
the firm offers, such as shoe repair, 
complete laundering and drycleaning. 
She becomes aware of the importance 
of suggestive selling, such as water- 
proofing on rainwear, mothproofing of 
blankets, and box storage. 

Toward the end of the week the 
trainee begins to wait upon customers 
herself. At this time she is given a 
quiz by Mr. Shoemaker. He has a list 
of questions typical of those asked by 
the average patron. These involve 
service, prices, store hours, and doz- 
ens of other things that people may 
ask. On those which she misses, she 
is given the correct answers and told 
to study them. Another quiz is given 
later to make certain the girls com- 
pletely understand what they are sell- 
ing, and how to sell it. 


Tape recorder is selling tool 


The owners of Cinderella Cleaners 
are great believers in the use of tape 
recorders. They use the device, not as a 
one-shot gimmick, but a continuing 
sales tool. On the counter at the main 
plant are two microphones which are 
generally a part of an intercom sys- 
tem. Near the end of the trainee’s time 
at the main plant counter, this mike 
is hooked up to the tape recorder. 

Unknown to the trainee, her discus- 
sions with customers are picked up. 
Later that day she is invited back to 
the office of Mr. Shoemaker and told 
about the tape. It is played back to 
show her how she sounded to the 
customer. The good points of her 
presentation are told to her, as well 
as those on which she needs further 
training. 

Before the new girl is transferred 
to her own store, another tape is made 


to show her where she has made im- 
provement or needs still further help. 
The normal training period takes 
three weeks. If the girl isn’t com- 
pletely ready, this may be extended 
for a longer period until she can stand 
on her own two feet. Mr. Shoemaker 
says, “The girl can make amends to 
the manager when she makes mistakes 
during training, but once you make 
them to the customers in your own 
stores, you are stupid forevermore in 
the eyes of the customers.” The girls 
are given every opportunity to be fully 
armed before they meet the public on 
their own. 

The tape recorder is used exten- 
sively whenever new promotional 
campaigns are launched. Weeks  be- 
fore a campaign is started on TV, 
radio and newspapers, every salesper- 
son is given the selling talk that goes 
with that particular promotion. They 
get to hear how it might sound to 
the customer. Management will ask 
them questions typical of those the 
housewives may raise about that spe- 
cial promotion. Their answers are 
played back. This applies to the older 
salespeople as well as the trainees. 
Meetings are held regularly every 
Wednesday, except during peak sea- 
sons when the problem is to get the 
work out, not to bring it in. 

Cinderella Cleaners realizes that 
personal selling must back up even 
the most elaborate advertising cam- 
paign. Not only the route salesmen 
and counter girls are properly trained 
in selling. The switchboard operator 
at the main plant comes in for her 
share of this, too. So that she will be 
completely familiar with selling tech- 
niques, the attitude of the public and 
plant conditions, she spends an hour 
and a half a day at the main plant’s 
counter, waiting on trade. 

Management here wants all its sales- 
people to have all the help it can give 
them. The better equipped are these 
people, the better the chances for ex- 
tra sales. These sales figures are not 
closely guarded secrets from the sales- 
people. As a matter of fact, the girls 
themselves make up the volume re- 
port sheets. 

It was mentioned earlier that these 
counter selling jobs are highly desir- 
able. At the time of this writing, there 
was one trainee who had been on the 
payroll several months awaiting an 
opening in one of the stores. During 
the interim, she was working in the 
cleaning plant and filling in for ab- 
sent counter help when need arises. 

The several-week training period, 
the meetings, use of the tape recorder 
may seem like a considerable expense. 
Actually, the time and money involved 
are a sound investment. The results 
prove it. 
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built-in profit 


dollars earned 

Rapid cycle gets through higher pound- 
age per load . . . more loads per day. 
Thorough cleaning means fewer re- 
runs. Advanced design features include 
“eye-and-ear” signals, electrically oper- 
ated drain valve (solenoid energized 
only to open), manual over-ride on 
automatic models, aircraft-type welded 
construction and big 18-inch diameter 
door. Result? Satisfied customers galore 
—and their friends! 


dollars economized 

Operating costs swoop down after your 
installation of a Hoffman washer, be- 
cause Of minimum attention needed 
from operator. Cleaning is quick, 
thanks to stainless steel construction; 
steam connection simplifies inside blow- 
down. Maintenance cost is negligible. 
Cylinder, electrical controls, gaskets, 
timer and dial are accessible in an 
instant. Re-runs hardly ever necessary; 
small lots are handled economically. 





dollars saved 


Choice of 30, 50 or 75 to 80-pound 
models, manual or fully automatic—a 
washer for every size of laundry and 
shirt laundry, hotel and motel, washe- 
teria, drycleaning plant and hospital. 
Priced right to save you real money 
Easy, convenient terms. 

Better check with your Hoffman dis- 
tributor today, for more news about 
Hoffman end-loading washers, and 
cleaner laundry work with built-in 


profit. 8 


U.S.HOFFMAN MACHINERY CORPORATION 105 Fourty avenuE, NEW YORK 3, N.Y. 
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LAUNDRY OPERATORS are contin- 
uing their habit of amazing me, Some- 


times it seems they surely must have 


a super sort of grapevine that warns 
them when I’m going to call on them 

. and they dream up a refinement 
on a conventional piece of equipment 
that knocks my hat off. 


¢ Into 
(Felder 


oar “ae 


or 








Ss Automatic Garmyenz 


Conveyor 


| 


Motion for Showcards 


You're all familiar with these won- 
dertul new drycleaning garment con- 
front office that save 
steps in finding 


vevors for the 
your girls so many 
an order, Like a merry-go-round they 
add a needed touch of animation to 
any Office. Sparkle Laundry and Dry- 
cleaners in Phoenix, Arizona, has tak- 
en full advantage of the attention- 
getting qualities of these conveyors. 
(Others may be doing the same thing, 
but this is the first one I’ve seen.) 

Sparkle had fashioned metal hold- 
ers that fit to the trolleys of the gar- 
ment conveyor, to hold showcard 
signs that extol the many services 
offered by the plant. As the conveyor 
moves, the showcards pass before the 
eyes of the waiting customers, Evi- 
dently the idea is doing a real job of 
selling. 


Movable Bundle Cart 
In Burbank, California, the 


fice of Arrow 


call of- 
Laundry and Cleaners 
is quite attractive since the counter 
front is fitted with effect 
made of plastic to give a leatherlike 


a quilted 
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nhoisteters , 3 we . 


oO 
UegeK Trim 


Swivel 


Casters 


appearance, [t is further set off by a 
chrome band along the top edge and 
lavish use of upholsterer’s tacks as a 
border. 

At first glance the counter seems to 
be broken only by the “well” that 
holds the customers’ drycleaning or- 
ders, Closer inspection, however, 
shows one 30-inch-wide section of 
the counter is actually a movable bun- 
dle cart on swivel casters, which can 
quickly be pushed to the back room 
for unloading and returned to its 
counter spot. Made of 34-inch ply- 
wood panels, this sturdy cart is 
“quilted” to tie in with the rest ot 


the counter front. 


wolf | | 
| 
{ 





on 
ial 


| 


| 
| 
| 


Counter 





Metal Tray 


Scale Showing Pricing 


Arrow Laundry and Cleaners offers 
an “Economy Launderette Service,” 
the cost of which is determined by 
the weight of the bundle. So that the 
customer desiring this rough-dry or 
fluff-and-fold service will know the 








exact cost, a small 
has been installed at the end of the 
counter. 

The top of the scale has been fit- 
ted with an oversized metal tray to 
hold the bundle. A large sign on the 
wall of the call office lists the 
so the customer knows to the 
what the 


100-pound scale 


prices 
penny 


bundle will cost. 


Valve 
kyol 
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Spray-Gun Support 


gun at the shirt 
units in a laundry always brings up 
the question of where to place the 
support for the thing so it will be 
least in the way. At Arrow Laundry 


in Burbank, Howard Kyte, the plant 


uses easily bent half- 


Need for a spray 


superintendent, 
inch conduit which he fastens to the 

bracket on the 
This conduit is se- 


a pair of nuts and bolts, and 


steam-line 

back of the 
cured by 
the top end is neatly curved over to 


support 
press, 


position the spray gun at the desired 
point. 

While Howard used to tape a 2- 
inch copper tube to the outside ot 
the conduit to carry water to the 
spray gun, he has since come up with 
a better arrangement. He now runs 
the copper tube inside the conduit, 
making a far neater appearance. (0) 
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quality control 


goes UP... 
costs go DOWN 





-oowhen you use 


BOTH Keewer products 





im the washroom 


Better finished work... bigger profits. 
That’s the “‘one-two” punch you get with 


Satinette and Ultra-Lite. 

No need to change your washing formula 

either, yet volume increases and you Save 

thousands of gallons of water. Want to a 


know how much? 


a check-chart analysis by 


your Keever sales-service man 





can tell you in 10 minutes 


exactly what you save 


\ AN 
SATINETTE —A balanced blend of wheat and corn for ONY ‘fF 


proper body and a smooth, pliable finish. Non- A BLEND OF WHEAT AND CORN 


congealing. No waste. Use it hot or cold. 









ULTRA-LITE —Makes whites ultra-white. Makes 
colors ultra-bright. With each 42” x 84” wheel on a 


48-minute formula running 8 hours per day, you can 
THE KEEVER STARCH CO., Columbus 15, Ohio 


increase production 6,900 Ibs, and save 18,400 gal- 
Corn, Wheat and Other Grain Products for Industry Since 1898 
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lons of water per month— 222,000 gallons per year. 
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PILGRIMS’ PROGRESS 


“NON SOLUEM NOBIS’ 





Volume VEST 








De 2 AOR 


EMERGENCY 


SHIRT DEPARTMENT 


We wish to express to M 


GARAGE AND SALRS 





Pilgrim Laundry’s Progress is 
believed to be oldest employee 
newspaper in the industry. It 
hos been published monthly by 
the Brooklyn plant since 1909 


What You Should Know About 


Publishing a Plant Newspaper 


Important medium can be used to 
stimulate production, sales and goodwill 


COMMUNICATION is the chief pur- 
pose of a plant newspaper. It is a 
widely used tool to foster better man- 
agement-labor relations as part of a 
firm’s over-all public relations pro- 
gram. That it is important is evi- 
denced by national figures which show 
that American industry spends about 
$50 million a year for plant periodi- 


cals. 


Who needs a company publication? 


Laundries that are hurt by poor pro- 
duction and low morale, and _ plants 
with branch stores, different shifts and 
many routes need a connecting link. 

Fundamentally, if your business 
progress has been stagnant because of 
some loose ends within the organiza- 
tion, a solution may be the internal 


company publication. 
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By ROGER GANEM 


What can it do? 

A plant publication is valuable in 
many ways. It has become a major 
medium because—properly edited—it 
can accomplish the following: 

1. Present management’s policies, 
plans and objectives and in that way 
defend it against rumor, misunder- 
standing and adverse propoganda. 

2. Increase and/or maintain pro- 
duction by clearly explaining changes 
in procedure and policy in advance of 
the changes and by offering helpful 
hints on how employees can do the job 
faster, more easily and more effi- 
ciently. 

3. Serve as a sales too] for sales 
personnel, giving highlights of sales 
meetings and constructive tips to in- 
crease route business. 

4. Develop goodwill, loyalty and 
fellowship among employees because 


the stories concern them, their activi- 
ties, their future. 

5. Provide the staff with  back- 
ground information about the com- 
pany, its history, growth, reputation, 
ete. 

6. Broaden the workers’ knowledge 
of management’s viewpoints by in- 
cluding well-chosen articles on current 
events, science, politics, ete. 

7. Improve management's prestige 
outside the plant if the publication is 
mailed to community leaders and 
other interested parties. 

The objective or objectives manage- 
ment wishes to attain should be de- 
cided upon before any attempt at 
publication is made, Otherwise there 
is danger that the paper will deterior- 
ate into a mere gossip sheet serving 
no useful purpose to either manage 
ment or labor. 
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You don't have to be big 


Many laundries feel they are too 
small to publish a plant newspaper. A 
leading authority on the subject, 
Charles G. Hagedorn of “House Or- 
New York City, suggests 20 
employees as a minimum, Others say 
a firm with as few as 12 workers can 


use this medium to advantage, 


gans, 


Howe Ver. the number ot employ ces 
is not the major determining factor. 
The cde 4 ision depends also on the 
eltectiveness of the present communi- 
cations svstem and the difficulty man- 
agement has in contacting al) its em- 


plovees. 


Who should edit it? 


In smaller plants the editor wil) 
probably be the owner because he, 
more than anyone else, knows what 
is going on and what he wants to 
print. But there is often a big demand 
on his time. 

Others who might be considered for 
the sales manager, a su- 
talented person in the 


the job are 
pervisor. a 
office or any other key employee who 
has a flair for writing. Or, as in one 
case, the owner may name his son 
editor to develop in the youngster an 
interest in the plant while providing 
an excellent means of introduction to 
the business. Preferably, the editor 
should be someone on the manage- 
ment level, 

Larger plants might hire an experi- 
enced journalist exclusively for this 
function. or they might give this duty 
to the firm already handling their ad- 
vertising program. 

Department personne] may be in- 
claded on the editor’s staff to provide 
him with chatty persona] material 


about the emplovees. 


What sort of stories can be included? 


The laundry _ offers news- 
worthy items which may be included 
in the plant newspaper. For example, 
any of the following may be played 
up: 

1, Awards to personnel 

ae Employee parties and sales ac- 
tivities 

3. Changes in personnel 

f, Community service 
by individual workers or by the plant 

5, New plant services, or changes 


many 


performed 


in service, equipment, layout 

6. Reorganization of the p)ant 

7. Remodeling or construction of 
new branches 

§. Plant visitations by individuals 
or groups 

9, Company anniversaries, history, 
reputation, annual earnings and report 
and distribution of bonuses, future 
plans 

(0. {Individual achievements of per- 
sonnel, such as long-term anniversa- 
ries, acts of heroism, distinguished 
service awards, ete. 

1). Helptu) hints and timely re- 
minders for the sales staff and counter 
girls in their contacts with customers 

12. Information on safety rules, so- 
cial security legislation, etc. 

The company publication is the 
official spokesman for management, 
but the paper should be printed in 
such a way that the employees think 
of it as their publication, More than 
three-fourths of the news should be 
about employees. 


Should a company publication be 
used to explain management's side 
in a labor dispute? 

It is generally agreed by authorities 
in the field that mention of unions and 
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Plant paper contains at least four pages, is job-printed by letterpress. Of average 650-700 run, 
some 550 go to plant personnel; rest to retired employees, industry leaders, trade press 
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labor activities should be avoided. 
Aside from brief reference to labor- 
management committee meetings and 
routine labor functions, most plant 
newspapers steer clear of such news 
items. A plant publication is manage 
ments medium for the presentation of 
its own policies, objectives and plans. 
Labor unions have their own press. 


How much will it cost? 


\ mimeographed periodical with a 
couple of hundred copies can be 
handled right on the premises and 
shouldn't cost more than $10 to $15 
to produce. A good stencil can repro 
duce up to 5,000 capies. 

Plants not having a duplicating ma 
chine can get the work done by a 
public stenographer. Average cost 
would be around 75 cents to $1.50 per 
stencil for 100 copies, plus typing time 
of 20 to 30 minutes. 

A more expensive possibility is the 
photo-offset This 
more work, time and money, because 
the printer has to set up the type 
proofread the entire paper, reproduce 
copy through photography, etc. Cost 
of printing depends upon size, number 


process. involy es 


of pages, frequency of printing, type 
of paper, use of color, distribution, ete. 

It is advisable to check first with 
your printer or other specialists in the 
field of plant publications to get esti- 
mates. You may discover that he 
might be able to give you a more pro- 
fessional job than you can get through 
the mimeograph without too much 


additional expense. 


How often should it be published? 


A plant newspaper will have more 
success if a definite printing date is 
adhered to. Regularity can build up 
steady readership. Publishing that is 
done on a haphazard basis tends to 
minimize editorial impact. 

Special issues when management 
has something of timely importance 
to tell its workers always have merit. 

The most common periodical is the 
monthly, which normally gives both 
the reader and the editor enough time 
between issues. But should this be too 
frequent for your particular plant, a 
quarterly, semiyearly or yearly period- 
ical will do. 


Who will handle printing? 


If a mimeograph machine in the 
office is used to publish the plant 
newspaper, the office personnel can 
take charge of the matter. 

If the periodical is more elaborate, 
special equipment and outside talents 
are needed. (Company publications in 
the aggregate boast a nationwide cir- 
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culation estimated at half a billion. It’s 
a big business.) Consult your classi- 
fied directory, local printer or public 
stenographer for further information. 


How should it be distributed? 


Passing out the paper during work- 
ing hours within the plant is not as 
effective as mailing the publication to 
the homes of the employees. It can up- 
set routine and never get any further 
than the washroom floor. Mailing the 
paper to the homes assures greater 
readership and more time to assimilate 
its contents. The small postal charges 
are by no means prohibitive when 
measured against the results gained. 


How many pages should it contain? 


The amount of news available in 
time to meet the publication date and 
the type of process used normally de- 


termine the number of pages in the 
issue. 

The mimeographed publication has 
the greatest flexibility because the 
editor can use as many pages as he 
wishes without upsetting production. 
It is not advisable, however, to mimeo- 
graph on both sides of the paper. 

If photo-offset or any other type of 
printing is planned, different require- 
ments must be followed. Space is gen- 
erally a constant. There are just so 
many columns to fill and just so many 
pages. Stories that don't fill the prede- 
termined spaces must be supple- 
mented with pictures and filler mate- 
rial. Single sheets can be added if 
news is heavy. Both sides of the paper 
are used. 


Can color be used? 


Color can dress up the publication 
even in the mimeograph process. One 


way this can be done effectively and 
inexpensively is by deciding upon a 
permanent masthead and having a 
printer run off a sufficient number of 
copies to take care of Page One for all 
issues, Or the color of the ink may be 
changed, or different color paper can 
be used. 

For printed publications it’s a mat- 
ter of personal preference, the amount 
you have to spend and whether or not 
the printer is geared to handle color 
work, 


Can a publication be put to 
other uses? 


A plant that is proud of its publica- 
tion can include on its mailing list re- 
tired personnel, the local press, com- 
munity leaders, customers and the 
public in general to spread its name 
and reputation and to promote better 
understanding. 





Mimeographed _ publication 
with preprinted letterhead was 
designed primarily for Manhat- 
tan's widely scattered sales 
force of 75 persons in and 





SPLIT TO MAKE ROOM FOR MORE NEW CUSTOMERS 





Scattered Sales Forces 


cround the District of Columbia 


Knitted 


Together by Plant Publication 


THE “NEWSLETTER,” a_ mimeo- 
graphed newspaper, links Manhattan 
Laundry’s main plant in Washington, 
D. C., with its substations in Alex- 
andria and Arlington, Virginia. 

The main purpose of the company 
publication, which goes out to a 75- 
member sales group, is to: 

1. Keep the staff informed of the 
company’s policies, pricing schedules 
and plant activities. 


2. Render aid as a sales tool and 
thereby increase earnings of salesmen 
by publishing selling hints. 

3. Create incentive in the work by 
listing progress reports of the top 
salesmen. 

4. Summarize important 
raised at sales meetings. 

Since the Newsletter appeared on 
the scene in 1953, it has proved of 
great value in the dissemination of in- 


points 





formation to the scattered sales force. 
Each member knows what the others 
are doing and making; each gets the 
same sales aids and price schedules, 
and management is able to get its mes- 
sage across to everyone concerned. 
The editor of the Newsletter is Her- 
man Lubbes, Manhattan Laundry’s 
sales manager, who was faced with 
the task of maintaining liaison be- 
tween the main plant and its outlying 
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UNLOADING 


SUPE WASHER 


NOW ...A KING'S RANSOM TRADE-IN ALLOWANCE ON THE 
WASHER THAT GIVES YOU EXTRA LOADS-EXTRA PROFITS! 





Here’s your golden opportunity to “wheel and deal’”’ on the 
finest unloading washer on the market — bar none! By taking 
advantage of Super’s limited KING’S RANSOM TRADE-IN 
offer, you can buy this proven time and money saver at a 
market-shattering, unheard-of price! 


The SUPER UNLOADING WASHER is designed to deliver 


peak efficiency in a minimum of space — giving you many : 
4 : : Cylinder and shell revolve to unloading 
extra loads per machine every day. Loading and unloading are ons moiety : 
: i é . a position as a unit without unbalancing 
accomplished quickly — easily... pneumatic powered “turn- the machine. Loads are more completely 


over” boosts washing speed and capacity. It all adds up to dumped. Aprons catch the load for easier 
transfer to extractor baskets. 





greater profits for you! 
Becton YOU INVEST-INVESTIGATE a 
all You SUPER Jobbe or W,; y W dD 





LAUNDRY | 
MACHINERY 
_EauBee | COMPANY 
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Sales help in the form of printed word gives detailed, permanent record of methods to over 
come sales objections. Looseleaf bound, such material could be nucleus for sales manual 


substations. The periodical solved the 
problem of contacting the 52 route 
the eight supervisors, the 


production heads and others closely 


salesmen, 


allied to sales. 

Mr. Lubbes not only edits the pa- 
per; he also digs up most of the news 
because he is so close to the situations 
from both management and the sales 
angles. It is difficult for the editor to 
receive outside help in gathering news 
since the periodical is designed for 
this special group. His best sources, 
Mr. Lubbes said, were the route su- 
pervisors. 


Contents 


The in the 
informative rather than chatty, princi 
pally because the paper is edited for 
the sales The items are kept 
short for quick and easy reading and 
the matters contained include the fol- 


stories 


force. 


lowing: 
Company policy, regarding delivery 
schedules, price changes, and _ pro- 
duction figures. 
Selling tips, how to promote sea- 
sonal specials, how to handle objec- 
tions. 





seorge Gauvreau, Route 37, who has 
d first place in sales and has been 
r his quota for two periods, transfers 





usiness, George 
um at the 
isfer and will have added 

pay 15% of that amount, 
75 will be reduced $.50 
il it is dissipated. 


yeorge has be 





en building, 
route will be built back 

gure long before thx 
been used up. The smaller 
allow a good salesman more tim 
and Will cut down on his long 
sulting from mileage, 
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Success breeds success, Man writes 
stiny. You become what you do, 
and act successful, and even- 
i*11 be successful. It's the 
upreme law of life." 
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A good sales presentation is 


asy 





to make, Just follow and develop thes 
four points: 
TELL HER 
1. Who you are = who you repre= 
sent. 
2. What you can d r. 
3, Who you are now doing this for 
4. What you want her to do about 
it. 
(Some of the things you can do for 
her are listed on Page 2.) 
ef 4 eee ® 
Sleeping 
The Manhattan Beekéne Club reports 


- a fine trip = plenty of relaxation 





BUCK FOR MEMBE 


HEDRICK 





oe eennerennee 


Corporation awards a 
to Jimry Adamson, #1 
utstanding job he has 


business getter, 
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The Newsletter follows up on sales contests, explains route changes, offers sales tips and 
inspirational material to keep the staff informed, make jobs easier 
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Newsletter are 


Sales contest news giving results of 


current including 


names and actual dollar figures on 


competitions, 


bonuses received. 
Miscellaneous, such as jokes, prov- 
erbs, poetry. 


Artwork, submitted by a talented 
employee. 
The layout 
Page One of the mimeographed 
Newsletter is made attractive by the 


215-by-7%4-inch green masthead on 
which a map is sketched locating the 
main plant and the outlets 
Subsequent pages are all-white and 
the ink is black. All are the standard 
letter 1] The 
Manhattan Laundry publication con 


size, Slo by inches, 


tains as many pages as are needed to 


give full coverage. The average length 


is six mimeographed sheets, exclusive 
of special memos on prices 
The Newsletter is prepared by Mr. 


Lubbes but run off on a duplicator by 
a member of the two-person addresso 
graph department. The cost of this 


project is absorbed by this depart 
ment, which also prints all! tickets 
supplies, et for the three outlets 


The person who operates the mim 


eograph machine is an artist who 


occasionally adds extra dressing to the 
periodicals with a bit of handicraft in 
keeping with the theme of the particu 
lar issue. One eye-opener was a full 


page picture of a moth. The only 
copy Was two questions, o1 on. the 
top border, the other on the bottom 
of the page asking: “Who will get 


vour customer's STORAGE? YOU on 


this guy? 


Distribution 


Mr. Lubbes presently hands out the 
Newsletter to the members of his sales 
force personally in order to maintain 
direct contact with them. In this wavy 
he is able to point out items that affect 
individual salesmen and to make sure 
they are understood. He did say, how- 
ever, that mailing the publication to 


the homes would result in greater 
readership. 
Future plans 

The Newsletter has been well re- 


ceived by the sales personnel, who 
show their appreciation of Mr. Lubbes’ 
efforts by increasing the plant volume 
steadily. The editor, too, values the 
publication so highly that he hopes 
some day to make it a companywide 
periodical covering sales, production 
and office. 

If such a change is ever made, Mr. 
Lubbes hinted, an outside firm spe- 
cializing in publishing company pe- 
riodicals would be consulted 
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Concentrate your buying at one source and save § § § 


One call 


delivers a 
complete“ package of 
research-developed 
washroom supplies! 


GROWING 
NUMBERS OF 
LAUNDRIES 
FIND 
GREATEST 
VALUE IN 
HAVING 
WYANDOTTE 
FURNISH ALL 
THEIR 
WASHROOM 
SUPPLIES 
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R,, YOURSELF of the trouble and confusion of purchasing your 


Vake Wovandott 
Che \ vandotte 


can supply you with 


laundry washing products from several sources. 


responsible for quality work in your washroom. 


representative—an expert in the laundry field 
a complete line of washroom supplies to take care of your every 
washroom need! 

You eliminate guesswork and confusion when you buy from 
Wyandotte, too. For each product is research-developed to give you 
complete satisfaction and quality work at low use-cost. 

Whatever the product 


synthetics, solvent, or specialty products 


soap builders, bleach, starch, sours, 
W yandotte assures you of 
top-quality performance, product uniformity. All these Wyandotte 
products are distributed by leading laundry supply houses in your area. 

Our staff of scientific (yet practical) men is ready to assist you 
with your laundry needs. Why not get in touch with one of our 
representatives or distributors in your area? There is one as near 
as your telephone. Wyandotte Chemicals Corporation, Wyandotte, 


Michigan. Also Los Nietos, California, Offices in principal cities. 


yandotte 


CHEMICALS 


J. B. FORD DIVISION 


SPECIALISTS IN LAUNDRY WASHING PRODUCTS 


55 





MORE COOK [{/V/oie 


HAVE BEEN SOLD 


THAN ANY OTHER 
COMMERCIAL 
LAUNDRY MACHINE 





@)_WASHETTES provide 28 fool-proof wash- 
ing formulas — each by a simple 15- 
second dial change. 


WASHETTES come completely plumbed 
and wired for immediate, economical, 
easy installation. 


WASHETTES have fewer moving and 
wearing parts, reducing maintenance, in- 
creasing profits. All parts are standard. 


WASHETTES' Dodge reducing mechanism, 
pioneered by Cook, assures maximum 
power delivery at point of greatest use for 
minimum power loss. 


WASHETTES are powered by specially- 
wound, reversible Master electric motors. 


WASHETTES' simplicity of construction, 
though precision-built, permits untrained 
personnel to operate and maintain them 
efficiently. 


WASHETTES are sold with a written war- 
ranty of long-life durability. 


WASHETTES are shipped within 48 hours 
of receipt of order. 


oO 090 Od 86 @ © 


Cook WASHETTES are used and enthusiastically 
endorsed by quick-service laundries, steam 
laundries, hotels, motels, institutions, hospitals, 


schools and rest homes from coast to coast. Re- 


productions of actual endorsements on request. 





SEND F: R é F DESCRIPTIVE 
FOR LITERATURE 
lcooK MACHINERY COMPANY, INC. 
4128 Commerce Street 
|Dallas, Texas 
ID | am a buyer of laundry equipment and would like to 
have literature illustrating the Cook WASHETTE line 
| of laundry machines. 
i | am an accredited distributor of commercial laundry 
equipment and would like to have a FREE copy of the 
| new, 32-page, loose-leaf WASHETTE selling manual 
| for use by my salesmen. 
| 
| 
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The FIRST Family in Commercial Laundry Equipment! 


COOK MACHINERY COMPANY, INC. 


Manufacturers of Washettes 


4128 COMMERCE STREET 
DALLAS, TEXAS 
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FREE PICK-UP AND DELIVERY 
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Low cost and simplified pricing (with emphasis on time and work saving) help this professional laundry build sales in the Chicago area 





This laundry’s ads show the housewife 


Anything She Can Do They Can Do Better 


Year-old campaign stimulates sales 


with thought-provoking copy appeals 





THE THEME of Archer Laundry’s 
current advertising campaign is cred- 
ited with increasing this Chicago 
plant’s sales volume 7 percent since 
the time it was first used. 

Although the idea is not new, the 
Callewaert family operating the plant 
is quite pleased with the results it has 
brought about. 

Each advertisement gives a reason 
why the Archer Laundry can do a 
better job, more economically than 
the housewife can. 

In one case, an advertisement points 
out that 600 gallons are used in one 
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By HARRY YEATES 


washing at the plant—“No wonder 
our clothes are so clean!” 

In another instance, the advertise- 
ment a “Believe It or Not” 
motif and informs the housewife that 
the average family has 1,024 pounds 
of laundry to be done each year. The 
mere thought of the drudgery in- 
volved in washing, drying and ironing 
would seem to be enough of an in- 
ducement to send the most energetic 
housekeeper scurrying to the tele- 


assumes 


phone to contact one of Archer Laun 
dry’s 30-odd route trucks for a pickup. 
And a surprising number of ladies do 
just that. 

As a check to make sure the ads 
were being read, management ar 
ranged to use a telephone number in 
its advertising that was different from 
the one carried on company trucks, 
letterheads and plant building front. 

Results directly attributed to these 
keyed ads have paid off in hundreds 
of new customers who have seen the 
convincing copy and were influenced 
by it. No other follow-up has been 











used to promote the newspaper cam- 
paign. 

All of the plant’s services have been 
featured during the year-long cam- 
paign. In the winter, the ads play up 
the firm’s Dry-Fold service; in the 
summer, Wetwash service; and in be- 
tween seasons, the Three-Quarter 
Finish comes in for a play. 

But no matter what the 
every ad conveys the idea that the 


season, 


professional laundry does a better job 
and its services are not expensive. 

To emphasize this latter point, 
Archer Laundry’s ads tend to skip 
over confusing pricing schedules and 
to explain costs in a 
language its customers will have no 


try, instead, 


difficulty understanding. 

They point out that the average 
family bundle weighs 22 pounds and 
that this represents the amount of 


laundry soiled in two weeks’ time. To 





cost to the patron at $1.35 per week, 
or about 19 cents per day. 

The plant began putting the em- 
phasis on low cost when their adver- 
tising manager, S. L. Vanni, made an 
analysis of the tvpe of customer using 
the plant facilities in July 1955. 

He found that the plant was draw- 
ing the bulk of its business from cus- 
tomers in the middle and lower in- 
come brackets. And the price appeal 
seemed to be a popular one to use 
under the circumstance. 

The company started a series of ads 
in the neighborhood section of one of 
the Sunday metropolitan newspapers 
and, finding it an effective medium, 
runs two- or three-column ads here 
each week. The average cost per in- 
$90 to $110 de- 
pending on the size of the ad. 

Laundry the first half of 
1956 are running 7 percent ahead of 


sertion varies trom 


sales for 


the advertising program described 
here was begun. 

Measured against sales for the first 
six months of 1955, the plant average 
is up 2.35 percent higher this first half 
year than last. While the percentage 
increase may not seem impressive, in 
dollars and cents this represents an 
increase in total laundry sales from 
$324,817.12 to $332,460.47 for com 
parable six-month periods. And_ it 
should be noted here that the gain 
was made in the face of a shrinking 
market. 

Construction of a super highway on 
the lower west side of the city forced 
more than 3,000 
away from the area serviced by Archer 
Laundry. In the process, the plant lost 
some 300 to 400 weekly family bun 
dles. Now, thanks to a 
advertising campaign with plenty of 


families to move 
continuing 


appeal, sales are Once agai on the 


nail it down further, they estimate the 


ALLL. Staff Additions 
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WILLIAM A. STEKELBERG 





As 
“¢ 


a 


ROBERT T. DAVIS 


\ promotion specialist and a third membership field rep- 
resentative recently appointed to the staff of the 
American Institute of Laundering, William A, Stekelberg, 
staff assistant in the industry relations division, will handle 
copy layout and production of promotional material for the 
Institute. Before joining the AIL Mr. Stekelberg was em 
ploved by the Wincharger Corporation, the Hammond In 
Company, the Kelvinator 
Motors and the Professional Budget Plan of Madison, Wis. 
During World War II he served as a first lieutenant with 
the Airborne Infantry in the European Theatre. 

Working as a field representative Robert T. Davis will 
spread the message of the Institute to laundries throughout 
the country, explaining the benefits of membership and the 
services it offers. He wil) act as a Jiaison between member 


laundries and the trade association. Mr. Davis was previ- 
Miami 


were 


strument Division of American 


ously emploved as a manager with Dowles. Inc.,. 


Beach, 


e ¥ 
Public Relations Firm Named 
The Linen Supply Institute has named Weston & Coch- 
rane Associates, Ltd., 208 E. 46th St... New York City, to 
handle public relations, The Linen Supply Institute com- 


prises the leading linen supply firms in Metropolitan New 








sales for the last half of 


1955 when upswing. 


maintains 
Angeles, 


York. Weston & Cochrane Associates, Ltd., 
branch offices in Miami, Fla.; Chicago, IIl.; Los 


Calif.; Rome, London and Paris 


Connecticut Associations Combine 


The Connecticut State Association of Cleaners & Dvers 
merged with The Launderers & 
Cleaners Association, Inc, The organization will be known 
as The Connecticut Launderers & Cleaners Association, Inc 
Bernard Glasner will be executive vice-president, with head- 
quarters at 410 Asylum St., Hartford 3, Conn. 


Inc., has Connecticut 


’ = i ’ " re - 7 2 * 
A.LL. Provides Sales Training Aid 

Prepare, Offer, Counter and Activate are the guide words 
to the “Sales POCA” playing cards being promoted by the 
American Institute of Laundering for training a sales force 
in new techniques tor selling drvcleaning services to laun 
dry customers. 

These four words are in suits which indicate the mayor 
parts of a drycleaning sales presentation, Sized the same as 
regular plaving cards, Sales POCA offers selling tips in the 
language used by sales personne), The cards can be used in 
training, during sales meetings, by individual sales person 
nel after they receive their sets and as a review of tech 
niques as the program develops, 

With the purchase of a deck comes an instruction hand- 
book that tells how the cards can be used and how presen 
tations can be made to the sales force. The book also men- 
tions training games that can be plaved with the cards. 

For more information write to the American Institute of 


Laundering, Joliet, Il. 


Oregon Clinic Scheduled 


A clinic geared to the needs of the small. and medium 
sized Jaundry wi)) be sponsored by the Oregon State Laun 


dry Owners’ Association and will take place Saturday, 
December 1, in Portland, Ore. It will be conducted by 
Claude Lucas, well-known authority on Jaundrv and drv- 


cleaning methods. 
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a machine designed for today's ironing load... and tomorrow's: 





The new Model GA24 — 110’ CHICAGO Gas Heated Flatwork lroner represents 
the most advanced design in large gas heated ironers. It is engineered to provide 
high production capacity with the traditional dependability of operation found in 
CHICAGO machines. It is capable of ironing institutional flatwork at a rate of 
cpproximately 5 sheets a minute. This ironer has a modern, streamlined appearance 
and advanced operating and construction features found on no other machine. 
The GA24 Ironer is available in two different types. The Type R lroner can be 
used for front or rear return of work — two-girl or four-girl operation. It has a set 
of auxiliary return ribbons underneath the asbestos ribbons. It is ideal for grow- 
ing installations where two-girl operation can handle the load, but four girls can 
be used as the volume increases. The Type F machine is for front return only — 
two-girl operation. 

This ironer is recommended for institutional installations where 800 to 2,400 Ibs. 
of flatwork must be handled per day. 


Features 


INDICATING 
PYROMETRIC 


CONTROLLER 


® 24° DIAMETER HEATED ROLL ® BURNS ANY TYPE OF GAS \ 
« ASBESTOS PADDING ® VARIABLE SPEED DRIVE { 
bi The Indicating Pyrometric Controller is the 
@ ASBESTOS RETURN RIBBONS ® BALL BEARING CONSTRUCTION | ultimate in heat controf. The operator sets 
; the controller at the operating temperature 
* RIBBON FEED CONVEYOR ® FINGER ROLL desired and the indicator shows the actual 
oe potent ot a)) Pg hg 
} re-s emperature is reacned, e ' 
HIGHEST QUALITY FINISH @ INDICATING PYROMETRIC CONTROLLER | One ee ee ee eee le mainter the 
) desired operating temperature. 


Complete information on request. 


ail FLATWORK IRONERS « WASHERS « EXTRACTORS « ORYERS 


Ae CAg0 DRYER co. | 
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PA.— At a _ joint 
trades outing at 


PHILADELPHIA, 
laundryowners-allied 
Lulu Temple Country Club on Septem- 
ber 12, Sol Reivich, Haverford Laundry 
of Philadelphia, was installed as president 
of the Laundry Board of Trade of Phila- 
delphia. Harold Wilson is the retiring 


president. 


GREAT BARRINGTON, MASS. — 
Launderwell) Inc., owned by Allen H. 
Gable, has opened a branch on State Rd., 
to be known as Big Bundle Launderette. 
The firm has other branches in Lenox, 


Lee and Williamstown. 


PLAINFIELD, N. J.—Gerald  L. 
Schwartz, vice-president of Vogue Clean- 
ers & Dyers, was reelected president of 
the Plainfield Area Cleaners, Launderers 
and Tailors Association on October 8. 
The organization's first anniversary was 
celebrated at the meeting. 

CHARLESTON, W. VA.—A _ storage 
vault has been added at Superior Laun- 
dry Co., 304 Kanawha Blvd. E. 


HUDSON, MASS.—Hudson Launder- 
ette, 141 Main St., has been purchased 
by Raymond D. Morin, owner of the 
Mechanic St. Laundromat in Marlboro. 


The business was purchased from Mr. and 
Mrs. Yohanse Barentse, who have retired. 


BETHLEHEM, PA.—C, H. Edwards 


is the new proprietor of New Way Laun- 
dry, 13th Ave. and W. Union Blvd. 


TORONTO, ONT., CAN.—New equip- 
ment has been installed in the laundry 
department at Victoria Hospital. 


FERNWOOD, PA.—A grand opening 
was held recently at Modern Laundry & 
Dry Cleaning Co., Fourth St. & Bealti- 
more Pike, for its new drive-in branch. 
Other branches include two in Philadel- 
phia, and one each at 69th St. Terminal 
Building and 69th St. and Marshall Rd. 
in Upper Darby. 


NEWARK, N. J.—At the October 
meeting of the North Jersey Institutional 
Laundry Managers Association citations 
were presented to past officers, Mr. Bau- 
mann, technical director of laboratories, 
and Walter Rand, both of American 
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Aniline Co., were guest speakers. The 
topic discussed was “Vat Dyeing in Insti- 


tutional Laundries.” 


EASTVIEW, ONT., CAN. — Rideau 
Laundry, 169 Marier Rd., operated by 
Albert Belair, was damaged by fire re- 


cently. 


BROOKLYN, N. Y.—Robert G. Young, 
president of Pilgrim Laundry, Inc., Pros- 
pect and IIth Aves., recently was 
awarded a Civi) Defense citation on be- 
half of the plant from Col. A. C. M. 
Azoy, representing Lieut. Gen. C. BR. 
Huebner, State CD director, The plant 
also received an award from Maj. Gen. 
Robert E. Condon, city CD director. 


PHILADELPHIA, PA.—John A. Ben- 
nett, vice-president of Pennsylvania 
Laundry Co. since 1938, has retired, it 
was announced, Through two world 
wars, Mr. Bennett laundered the linens 
provided GI's in major military insta))a- 
tions at Fort Dix, New Jersey, and Camp 
Taylor, Kentucky. During World War il 
he served on several laundry industry 
commissions. Mr. Bennett recently  re- 
ceived an inscribed citation from the 
Pennsylvania Laundryowners Association 
for his contributions to the development 
of the industry. He and his wife will 
move to their 140-acre farm near Elkton, 
Maryland. 





BERRIEN SPRINGS, MICH.—Main 
Laundromat has been opened at 120 
Main St. by Orville Newport. 


AURORA, IND.—Mr. and Mrs. Thel- 
ford Walker have purchased the property 
on Second St. occupied by Walker Laun- 
dry. They plan to install new equipment. 

SHEBOYGAN, WIS.—Wolf Laundry 
and Dry Cleaners, Inc., has purchased 
Plymouth Laundry and Dry Cleaning Co. 
from Mr. and Mrs, George Siebert, Har- 
old Whitaker, president of Wolf's, said 
the purchase included the goodwill, name 
and route of Plymouth, but not the build- 


ing or equipment. 


CHAMPAIGN, ILL.—New equipment 
has been installed in Model Souders 


Laundry. according to Bill Fox, manager. 


BURLINGTON, IOWA —A_ storage 


vault has been added at Camp Laundry, 
406 N. Third St. 
WALWORTH, WIS.—A permit for a 


self-service laundry has been issued to 
Wayne Martin. 


storage vault 


\fodern 


LaCROSSE, WIS.—A 


has been added at LaCrosse 
Laundry, 212 Fifth Ave., S. 


EXCELSIOR SPRINGS, MO.—A stor- 
age vault has been added at Excelsior 
Launderers, 301 N. Marietta. 


EVANSVILLE, IND.— Donald C. 
Schmitt, operator of Launderateria, Lin- 
coln and Weinbach Aves., has opened a 
branch in the Fairlawn Shopping Center. 


Pollack and Weinbach. 





WYLIE, TEX.—Garland Laundry and 


Cleaners has opened a branch in the 


Bostic Bldg.. on Oak St. 


VISTA, CALIF.—Mr. and Mrs, Frank 
Gordon have purchased Vista Self Serv- 


ice Laundry from Mr, and Mrs, C. F. 


Hilliards. 


ELY, NEV—A new drycleaning unit 
has been installed in Troy Laundry, it 
was announced by Bob Strange. 


LOS ANGELES, CALIF.—Notice has 
been given of the intended sale of West- 
wood Laundromat, 1389 Westwood 
Blvd., by Lillian Kerns to Stanley Miller. 


SANTA ROSA, N. M.—Ted’s Laundrs 
Service has been sold by Ted Seide) to 
Bill Van Veghten. The establishment will 


be known as Bill’s Laundry Service. 


FLORENCE, COLO. — Dillon & 
Owens Serv-Ur-Self Laundry has been 
Mr. and Mrs. Harry Dillon 


and Mrs. Elmer Owens at 


opened by 
and Mr. 


Church and Second Sts. 


and Mrs. 
Davis 


OKLA. — Mr. 


have purchased 


GRANITE, 
Emil Polaski 
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use Jess soap, clean clothes faster with 


DOW SODIUM GRTHOSILICATE 


Were is a soap builder that will cut 
soap costs and do a more elhicient 
washing job without harming cotton 
fabrics. Dow Sodium Orthosilicate 
actually extends your soap’s washing 
effectiveness by approximately one 
third*, Clothes wash cleaner ina 
single cycle... rinse out quickly and 
thoroughly. [t neutralizes soil acidity 

saponifies fats and oils while keep- 


ing insolubles in suspension, 


*in tests on badly soiled fabric washed at 160 F 
Sodium Orthosilicate reduced the amount of detergent 1 


you can depend on DOW CHI 
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Dow Sodium Orthosilicate reduces 
operating expenses and assures you 
of effective resulis—and ils cost is 
only about half the cost of soap 
lor detatled taformation on advan- 
tages and use, get a free copy of the 
new Dow Sodium Orthosilicate book- 
let. Cal) the Dow sales office near you 
or write direct to THE DOW CHEMICAL 
COMPANY, Dept. AL7602A-1, Midland, 
Michigan. 


the use of Dow 
equired by 45% 


Soap Requirements, as represented 
by this pile of detergent, are re- 
duced substantially when you use 
Dow Sodium Orthosilicate. Shaded 


area shows amount of soap saved 


tMICALS 











Laundry from Mr. and Mrs. Floyd T. 
Davis. The establishment is located on 
N. Main St. 


NEWPORT BEACH, CALIF. — Mr. 
and Mrs. Kenneth H. Dart have been 
issued a building permit for a 30-by-50- 
foot building, in which they plan to lo- 
cate a self-service laundry. Mrs. Dart will 
manage the plant. 


BOULDER, COLO.—Model Laundry 
and Dry Cleaners has opened a branch 
in the BaseMar Shopping Center. Head- 
quarters of the firm is at 1622 Broadway, 
with a branch at 2639 Broadway. 


LOS ANGELES, CALIF.—Notice has 
been given of the intended sale of 
Tandy’s Laundromat, 700 W. Santa Bar- 
bara, by Maurice Villon to Donald E. 
Diamond. 


ARVIN, CALIF.—Mr. and Mrs. Arlie 
Brewer have purchased Haven Drive Au- 
tomatic Laundry. Mrs. Brewer will be in 
charge. 


TUCSON, ARIZ.—Unit Laundry has 
leased space in the Southgate Shopping 
Center, located on Nogales Highway, 
which is now under construction. 


KERRVILLE, TEX.—Mr. and Mrs. 
H. F. Kurth have purchased Swan Laun- 
dry and Quality Laundry from Mr, and 
Mrs. F. F. Gore. The Kurths previously 
operated Coleman Laundry in Coleman. 


MEEKER, COLO.—Meeker Laundry 
has been moved to larger quarters in a 
newly completed building on Market and 
Eighth, it was announced by William 
Walters, owner. 


PHOENIX, ARIZ.—Boyd E. Milum 
has purchased the interest of Fred Cutler 
and succeeded him as _ president of 
Phoenix Laundry & Dry Cleaning Co., 
Inc., 333 N. Seventh Ave. 


SAND SPRINGS, OKLA. — Modern- 
istic Wash, 214 N. Lincoln, has been 
purchased by Dan Burton Laundry and 
Dry Cleaners, Inc., of Tulsa, it was an- 
nounced by Fred Pence, president. 


DENTON, TEX.—Esquire Laundry, 
Ave. E and W. Prairie, has been ex- 
panded and new equipment added, ac- 
cording to Alvin Braley, owner. 


REDONDO BEACH, CALIF.—Notice 
has been given of the intended sale of 
Hermosa Launderette, 71 11th St., by 
A. W. and Ellenor Hershey to William 
F. Smarz. 


EL PASO, TEX.—Supreme Laundry 
and Cleaners has opened a washette at 
5604 Dyer St. 


DALLAS, TEX.—Ray Holcomb, presi- 
dent of Top Hat Cleaners, has been 
elected first president of the Dallas 
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County Cleaning and Laundry Associa- 
tion. Other officers are Charles Edwards, 
vice-president, and L. B. Tony, secretary- 
treasurer. Directors are E. V. Campbell, 
Gene Sparks, Otis Foster, Charles Ed- 
wards, Buddy Thompson, Frank Fox, Box 
Houchen, L. B. Tony, Ray Holcomb, 
Clarence Painter, A, Livingston, Mr. 
Corder and Mr. Mitchell. 


SAN PATRICIO, TEX.—Construction 
of a new 25-by-50-foot office and gar- 
ment storage building has been an- 
nounced for Snow White Laundry and 
Cleaners. Glenn McKinney and Bennie 
Gerdes are the owners. 


LOS ANGELES, CALIF.—Wilfred C. 
Blair has given notice of intention to 
sell William Tell Launderette, 4575 Cen- 
tinela Ave., to Vern H. Hansen. 


DENVER, COLO.—John C. and Carol 
Hazleton have opened Wee Wash It 
Laundry, 1035 S. Federal Blvd. 


LOS ANGELES, CALIF, — Grand 
opening of Peerless Laundry and Dry 
Cleaning Services was held recently at 
4132 Crenshaw Blvd. Glenn Shaffer is 
president of the firm, which also oper- 
ates an establishment at 10531 Pico Blvd. 


DUNCAN, OKLA.—Garland and Lou- 
ise Knight have purchased 81 Laundry, 
1504 Oak, from O. M. Cook. Mr. Cook 
has opened a laundry in Chickasha. 


LOS ANGELES, CALIF.—Stanley B. 
Smith has given notice of intention to sell 
Lincoln Heights Launderette, 2123 N. 
Broadway, to Leung J. Wong. 


OAKLAND, CALIF.—A new self-serv- 
ice laundry was scheduled to be opened 
by L. B. Scott and his daughter, Rhoda, 
at 3815 Telegraph Ave. 





GOLD BEACH, ORE.—Curry County 
Laundry has been opened in a new 68- 
by-24-foot building at Leith’s Motel. The 
establishment includes both a commercial 
and a self-service laundry. 


BELLEVUE, WASH.—Eastside Laun- 
dromat has been opened at 10642 N. E. 
Eighth. Martin Layritz is the manager. 


LAKEVIEW, ORE. — Rose Laundry 
has been opened by Howard Goodnough, 
owner of Rose Cleaners, next door to the 
drycleaning plant. 


MEDFORD, ORE.—John R. Dumas, 
who was separated from the United 
States Air Force recently, is now asso- 


ciated with his father, Alexander, and his 
brother, Murrey. in Medford Domestic 
Laundry and Dry Cleaners. 





MELBOURNE, FLA.—Rogers Laun- 
dry has been opened at 512 Columbus 


Ave. by Bill Rogers. 


ATLANTA, GA.— Louis A. Klauber 
has been appointed executive secretary 
and general counsel of the Georgia Laun- 
derers and Cleaners Association. He suc- 
ceeds Mrs. Eileen) MecDargh, 
resignation for reasons of health was 
effective on September 30. 


whose 


WINTER HAVEN, FLA. — Carroll 
Hurst has sold Winter Haven Laundry 
Co., 1016 Sixth St., S. W., to a Lake 
Wales corporation, of which Joe H. Settle 
is president. The establishment will be 
known as Winter Haven Laundry Inc. 


HOMESTEAD, FLA.—Coral Gables 
Laundry and Dry Cleaners has opened 
a branch in the Suniland Center. Other 
branches are at 4008 Red Rd., 5833 Sun- 
set Blvd. and 2250 Minorca Ave., Coral 


Gables. 


RICHMOND, VA.—Sunlight Laundry 
is now housed in a new location at 1900 
Chamberlayne Ave. The modern $60,000 
laundry and drycleaning plant replaces 
the old establishment on Brook Rd., 
which was in the path of an expressway. 


GAINESVILLE, FLA.—Property has 
been purchased by Fred Cone at N. W. 
Sixth St. and Twelfth Ave., future site of 
a planned new laundry. 


GREENSBORO, N. C.—A_ storage 
vault has been added at Lanes Laun- 
derers, 824 Market St. 


HOT SPRINGS, ARK. — National 
Laundry was destroyed by fire recently. 


ST. AUGUSTINE, FLA.—At a safety 
meeting held at the Soft Water Laundry, 
Earl Burchfield and John Weidman re- 
ceived nine-year safe-driving pins; Nick 
Landry and Elton Davis, seven-year 
pins; Henry Aiden, six-year pin, and 
Henry Nelson, five-year pin. Jack Pome- 
roy, safety engineer of the United States 
Fidelity and Guaranty Trust Co., con- 
ducted the meeting, which was also at- 
tended by Sgt. Bill Young of the Police 
Department Traffic Division. 


LEBANON, TENN.—A storage vault 
has been added at Modern Laundry, 319 
E. Main St. 
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LAUNDRY 
TUMBLERS 


GAS-FIRED OR 


STEAM-HEATED 


NO-SAG BASKET specially de 
signed to take the load without 
need of auxiliary supports 

















Double Basket “Twin’—Single Basket, 36” x 18”, 36” x 30°, 42” x 42” 




















DOUBLE WALLS add _ strength 
... keep heat in! 





CISSELL GEAR REDUCER Built 
by Cissell for quiet, long-life op- 
eration. No chains or noisy moving 
parts. 
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FEATURES YOU WANT—AND NEED 


@ Built for rough day-in day-out use. Simple maintenance 
— all parts accessible. 


@ Large volume of air for fast drying. 


@ Available with controls that actually think for the 
operator. 


@ Each basket in “Twin” tumbler has its individual fan 
motor, basket motor, heating unit, and controls; single 
basket tumblers have separate fan and basket motors. 


@ Full-width lint drawer on single basket tumblers; large 
slide drawer on “Twin”. 


ALSO AVAILABLE: Cissell Steam-Heated Drycleaning 
Tumblers: Single Basket 36”x18”, 36”x30”, 42”x42”. 


W. M. CISSELL MANUFACTURING CO., INC. — LOUISVILLE 1, KENTUCKY 
Pacific Coast Office: 4823 W. Jefferson Bivd., Los Angeles 
Foreign Distributors write Export Dept. — Cable Code “C/SSELL’’. 


Consult your Yobber 











ORVAL SLATER 


INDUSTRY INTEREST in research 
was whetted by a thought-provoking 
presentation and a proposal which 
served to highlight the sixtv-ninth an 
nual convention of the American In 
stitute of Laundering at Denver, Colo- 
rado, October 4 to 7. 

Both were made by Orval A. Slater, 
president, Slater-White, Inc., San An- 
tonio, Texas. (He is the brother of 
AIL’s past president Denys R. Slater 
of Dallas. 

Fred W. McBrien, Holland Laun 
dry, Philadelphia, prefaced Mr. Slater’s 
talk by painting a general picture of 
the problem which necessitates the 
development of new and better laun- 
dry machinery and equipment. Mr. 
Slater then brought out the specific 
facts which gave new meaning to the 
need for research. 

In a presentation—which reminded 
one of last year’s MacIntosh report for 
its comprehensiveness—he jarred his 
iudience with evidence that the laun- 
dry customer pays for only 6 of the 
71 steps involved in processing the 
typical shirt and flatwork bundle, This 
is because the industry's level of 
mechanization is SO low as to require 
the bulk of the work to be done manu 
ally. 

Mr. Slater then tracked population 
growth, employment, sales trends, etc. 
using two wall-sized and half a dozen 
smaller charts), to prove the industry 
would soon be faced with the prob- 
lem of having to produce more work 
with a smaller labor force. (Mr. 
Slater's full report is to be published 
by the AIL.) 

He warned that the future of the 
industr\ Was endangered because 
there were not enough technological 
advances made to eliminate hand op 
erations, 

He concluded with the proposal 
that laundrymen spend at least 1/10 
of | percent of gross sales for research 
The audience endorsed his recom 
mendation with a standing ovation 
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Research Proposal 


Sparks A.I.L. Show 


Plantowners urged to invest .01% of sales 


in research program to protect future 


The possibility of inaugurating such 
a program will be one of the subjects 
given consideration at the AIL Board 
of Directors’ next meeting in January. 

There was no machinery or equip 
ment exhibition scheduled for this 
vear and the convention was not the 
biggest in history. But the program 
could stand as one of the best. In all, 
more than two dozen speakers  ad- 
dressed the assembly during the 
four-day proceedings, Official figures 
showed a total of 900 persons in at 
tendance, with 437 laundrymen and 
wives, 334 allied tradesmen and 129 


complimentary registrations. 


Early Bird show 


Before the convention got under 
way officially, early arrivals had the 
opportunity of being brought up to 
date on modern management trends 
by a four-member panel of AIL staff- 
men. 


\. L. Christensen, manager, pro 


duction and ¢ n¢gmeermng departme nt, 
suggested that effective management 
had two basic functions: (1) to keep 
routine functions going as planned, 
(2) to seek ways to improve a situa 
tion. He urged that the latter be given 
more effort. 

Lee G. 


tory division, discussed recent textile 


Johnston, manager, labora 
developments and the problem cre 
ated by chlorine-retentive finishes and 
resins. 
Russell J. 
tion and engineering 
tackled the problem of 
labor cost by pointing out that wage 


Rose, assistant, produc 
department, 
controlling 


rates have only a limited effect on 
profits and that the greatest expense 
is in the ineffective use of personnel 
He suggested that a cost-reduction 
program must be a continuous one 
based on a solid foundation of sound 
methods-training, job evaluation, 
standards-records and incentive prac 
tices, 

Robert O. 


Brown, manager, ac 





Enthusiastic demonstrators take convention floor during coffee break to press need for an 


industry research program 
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Hand laundry would seem a more accurate name than power laundry in describing industry production processes 
Compare number of hand operations required to finish a 


tion profile chart 


counting department, analyzed na 
tional price trends and told his audi 
ence “we have gone about as far as 


we can go with laundry price in 
creases until the cost-of-living index 
He believes the 

further 


knowing production costs. Good cost 


goes up again great 


est potential for gain lies in 


surveys can uncover unprofitable serv- 
ices that should be eliminated. 

STARCHROOM § West 
editor, Lou Bellew, kicked off the sec 
with 


own Coast 


ond day S program al slide lec- 
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pepo. 


transports 0 


ustome 


PERATIONS 


family bundle with 


gadgets which he 


he Ipful 


culled from plants across the nation 


ture of 


His verbal captions were laced with 
a liberal 
which he is loved and fabled. 

Benjamin B. Foster 
dry, followed with a description of a 


uS€ a 


mixture of gentle gags for 


Foster's Laun 
14-point quality rating schedule 


in spot-checking shirts at his Glou 
cester, New Jersey, plant. 


S. Y. Jackson, Excelsior Laundry, 
Albuquerque, New Mexico, boiled 
down suggestions submitted to him 





Seventh-inning stretch is taken by some of the 900 laundry executives attending the sixty 
ninth national convention program, held last month in Denver 


ee ’ 
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according to this mechaniza- 
those required to finish a motor block 


by 18 of the nation’s leading lJaun 


derers on how to keep ahead of rising 
costs 


John B 
Company, Kansas City, 


Spence Faultless Laundry 
Missouri. de 
distribution method 


laundry 


scribed a unique 
which helps build domestic 
volume. The company promoted the 
that 


go together 


and drycleaning 
104 


outlets to sign up for its laundry ser 


theme laundry 


and got drvcleaner 
ices, 

G. Louis “Mike” Dodge. AIL presi 
dent, enumerated the activities of the 
Institute during the past year and out 
lined briefly its plans for the future. 
Among other things he announced an 


industrywide survey would be made 
to re-evaluate the services presently 
offered by the AIL with an eve toward 


modifying and improving them 


Cash-and-carry conferees 


James Tote l. The Wash Well Drive 


In Laundry, Tucson, Arizona, offered 


pointers on how to select a drive-in 


location, while Travis LaRue, Travis 
Austin, 


the means 


Laundry, Texas, described 


some. ot used to promote 


sales at such outlets. Kenneth L. Rob 
erts, Rapid City (South Dakota 
Laundry and Dry Cleaners, went a 


detail the 
bundle ll 


discussing in 


further 
operations of handling the 
eall office. 


provocative Ses 


step 


a cash-and-carry 
One of the 


sions of the convention was an elabo 


most 
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rate skit presented by six members of 
the California Laundry and Linen 
Supply Association describing what a Winners of AIL’s 16th Annual Laundry 


cost bureau is and how it works, — 
d oy Advertising Contest 


The bureau, in this case, is com- 
prised of a group of plantowners who 


voluntarily agree to compare and NEWSPAPER (two columns o1 NEWSPAPER (one-column ads 


: : more } 
analyze each other’s productive costs P. N. Plylar, Jr 
J. A. Be yerhelm Utopia Cleaners and Dyers, Inc 
Lansing Careful Launderers Birmingham 5. Alabama 
Cleaners Agency: Barnett & Barnett 
their respective operations. Lansing, Michigan 
Agency: Van Stee, Schmidt & 

Sett DIRECT MAIL, INSERTS AND 
Bariteau, Consolidated Launderers & ecu SIGNS 
Cleaners, San Jose; M. E. Petersen, RADIO AND TELEVISION 


Merlen Capital Laundry and Cleaners, ee ee 


at monthly intervals for the sole pur- 
pose of improving the efficiency of 


The participants included Jack E. 


Willis C. Dailey, Jr 


: : ; ; Oneonta Family Cleaners 
Sacramento; Earl A. Fast, Soft Water Corwins’ Master Cleaners, Inx Oneonta, New York 


Laundry Company, and James W. Des Moines, Iowa 

Foner, Fours Lawndrybotheé | seer naNDs FOREIGN ADVERTISING 
Laundry Company, Las Vegas, and 
Robert M. Place, cost bureau execu- 
tive secretary. (Mr. Place is the au- 
thor of STaRCHROOM’s booklet “Adver- 


Wayne Malin Hiroshi Matsumoto 
Trojan Laundry Hakuyosha Company, Ltd 
Flint, Michigan Tokyo, Japan 











\ a if 
ROBERTS 
a 


Pre-convention panel (top) discussed management, textiles, cost of wages and price trends. Cash-and-carry plantowners (above) cover loca 
tion, promotion and mechanics of over-the-counter operations 


LOU BELLEW S. Y. JACKSON JOHN B. SPENCE 


Gadgets and Gimmicks Beating Rising Costs Mass Distribution 
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NEW Economy-In- Use 


J 


the fiber that figures in your future 


. in fender bleabkets * 


.1n work clothes 


DYNEL now offers rental laundries new 
standards of performance in fender blankets, 
clothing and supplies that need repeated laun- 
dering. Fabrics of 100% Dynel deliver specially 
high chemical resistance; and Dynel blended 


DYNEL * Union Carbide and Carbon Corporation 


November 15, 1956 


30 East 


with cotton can provide work clothes that can 
be laundered by standard cotton procedures. 
Performance tests prove DYNEL gives you 
more service for your investment. For list of 
manufacturers, write or call today! 


12nd Street, New York 17, New York 
them 

Dress Right 

— you can’t afford not to! 





tising That Builds and Holds Laundry 
Business.” 


The fina] day of the convention was 
set aside specifically for automatic 
laundry plant operators. Speakers : 
treating this subject were as follows: DELLERIN 
Allied tradesmen: W. A. Pellerin, Pel s 
lerin Milnor Corporation, New Or- ' 


leans, saw the future in activated Neighborhood laundry operations received a full day's consideration 


Neighborhood laundry program iti’ ‘< } ¥ vi 1 i 


RAYMO 


branches and plants designed to offer 
one-stop services to “free-wheeling 
customers O. G. Andrews, ALD. 
Inc., Dallas, outlined the industry 
trends for three tvpes of automatic 
laundry operations the attended 
plant, the unattended coin-metered 
plant and the combination plant. 
Plant operators: Ellsworth Maxwell, 
Maxwell Brothers Launderette, Mun- 
cie, Indiana, derives 70 percent of his 
cash volume from self-service custom 
ers. He cited the requirements for suc 
cessful self-service operations as being 
these: plenty of equipment, price dif 
ferentia), triend)y attendants. drive-in 
facilities and plant cleanliness, 
Francis J. Raymond, New A)bany 
and Clarksville (Indiana) Launde: 
ettes, discussed the importance of 
having a continuing advertising and 
public relations program and pointed 
out some of the physical aids; i.e 
bulletin boards, store fronts. signs 
etc., that promote sales in his plants, 
AIL staffmen: Russell Rose, Lee Johns- 


ton and Robert Brown concluded the 





program with informative talks on 
small-plant lavout, washing techniques 
und operating cost percentages. 

Nonindustry guest speakers at the 
convention 11 luded Palmer Hovt 
editor and publisher, Denver Post, 
who gave an inspirational talk en 
couraging high aims tor a tuture with ALBERT JOHNSON HONORED 
unlimited horizons Colorado Senator 
Gordon L, A)lot spoke of pension In recognition of his 30 years of topher, S)ater and Landau. Further 
service with the American Insti- honors were bestowed on Mr. John- 
tute of Laundering, Albert Johnson, son at a dinner meeting of past 
general manager of the Institute presidents and directors at which 
(center), is congratulated by Messrs. time he was presented with a hi-fi 
Dodge, Romeiser, McBrien, Chris- phonograph, 


funds and management responsibili 
ties: Colorado Congressman Byron G. 


Rogers covered death and taxes, while 
Jecturer Edward McFaul_ presented 


the most hilarious bit of the program, 
—Henry Mozdzer 
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C/L WASHERS NEED 
NO MAINTENANCE! 


When the chips are down. . . when big tough wash loads must be turned out in 
steady volume... that’s when you need the unfailing performance of C/L Stainless 
Steel Washers. So ruggedly built, so superbly engineered, that you can forget 
about maintenance other than normal periodic lubrication! C/L Washers are 
made in all models, in all sizes up to 64’’x160”, and in dry weight capacities of 
50 lbs. to 2000 Ibs. per load. And every C/L Washer contains six exclusive 
points of superiority ... each backed by the C/L 5-year Guaranty! 


ON THESE exclusive C/L FEATURES 


* The C/L Evertite Cylinder Door Lock «The C/L Rigid Frame 
« The C/L Sealomatic Trunnion Seal * The C/L Compro-Seal Shell Door Assembly 


¢ The C/L One Piece Steel Trunnion ¢ The C/L Stainless Steel Cylinder 
Unconditionally guaranteed against all defects except those caused by faulty operation ! 


CUMMINGS-LANDAU 


Laundry Machinery Co., Inc. 


305-17 Ten Eyck Street, Brooklyn 6, N.Y. TEL. HYacinth 7-1616 e Cable Address: “CUMLAMAC” 
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Left; Some of 300 guests who attended testimonial banquet. Right (left to right) 


perintendent 


Dodge Laundry & Linen Supply Co 


Mrs. Borasi 


Jack Baritear president California Laundry and Linen 


Mike Dodge, All president; Mrs. Dodge; John S. Borasi, su 


Supply Association 


Californians Honor Mike Dodge 


IN AN 
« le ane rs 


ciation assembled for the first jon 
meeting in their history, to honor 
“Mike” Dodge for being selected pres 


ident of the 
Laundering 


American Institute of 


Held in Fresno. California, the 
three-day Mike Dodge Clinic at- 
tracted over 350 friends from the 


ranks of both associations and the 
allied trades, all gathered together for 
a mutual) purpose ... to pay tribute 
to the popular Mike Dodge. In past 
vears Mike served both the drvclean- 
ing and the launderers’ associations as 
president 

| rida the 


first dav. was given 


UNPRECEDENTED move, 
members of both the California Drvy- 
Association and the Califor- 
nia Laundry and Linen Supply Asso- 


over to a big golf tournament, swim 
ming, bridge (and in many cases 
shopping sprees by the wives), topped 
off with a big late-evening fish frv at 
the local country club 

Saturday was a day of business. 
Southern California’s unusual “Cost 
Group,” under their able Bob Plac« 
put on a typical meeting to show how 
their members openly discuss facts 
and figures on laundry and drvclean- 
ing operation in each plant. Sunday 
was “get well” dav. 
Fittingly enough the theme of the 
clinic was ““The Future of California.” 
An official of the Pacific Gas & Ele« 
tric Company, which is the largest 
public utility in the world 
that 1,500 new people move into Cal 


, ovel half a mil 


showed 


ifornia everv day 


Joint Quick=-Service 


THE FIRS] 


Of quick-service 


REGIONAI 


operators in the na 


gathering 


tion, sponsored jointly by the Indiana 
Quick Service Laundry Association 
and the Michigan Automatic Laundry 
\ssociation, took place in South Bend 
Indiana, September 21, 22 and 23. 
More than 200 operators from the 
Midwest—including one from as far 
away as Connecticut—and members 
of the allied attended — the 
event. Booths set up on the mezzanine 
of the Hotel Oliver 
by the convention for manufacturers 


trades 
were provided 
and suppliers to display their latest 
equipment, assemblies, literature, ete. 


The convention began with tours 
of South Bend laundries and other 
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CUSTOMEYS eve»°ryn 


SeTVICE Ee 


lion NOTE 


vear fol 


potential 
every kind. of 
warned that anv business that hasn't 
changed its methods tor handling the 
influx in the past five vears is a dying 


concer, so far as the tuture is con 


cerned, 

Highlight ot the 
was the testimonial banqnet tor Mike 
on Saturday night, with 300 people in 
attendance, In addition to a beautiful 


Chile % Course 


plaque from the members of both as 
sociations, there were many gifts for 
both Mike and Mrs. Doda 


tive of the respect members of both 


[riclic a 


the drvcleaning and laundering asso 
ciations have tor Mike Dodge were 
two spontaneous standing ovations 
he received during tt neeting 


Lou Belleu 


Meeting 





Business sessions attracted attention of over 


100 operators from Indiana and Michigan. 


Other states across the country were also represented 
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It Takes a Matched Team to Get Best Results ! 




















That's why you get Cleaner Clothes, Greater Production 
and Lower Washing Costs with (YW JT ID 


(MATCHED TEAM DETERGENCY ) 


By teaming up two specially matched cleaning agents, 
MTD’s “‘crossfire cleaning action”’ gets clothes cleaner and 
whiter than any other single agent washing method! Here’s 
how it works: 

You loosen and suspend heavy soil with an entirely new 
first suds detergent —Bilt—a soap base break designed for 
the plant where the heavily soiled family bundle is the rule 
rather than the exception. Then, by following with a deter- 
gent made expressly for high temperature washing —Orvus 
Hytemp—you take advantage of two basic types of clean- 
ing agents, each with its own special ability to remove dif- 
ferent types of soil. 

Matched Team Detergency boosts rinsing efficiency, too. 
Many laundries report—in addition to cleaner, whiter 


© clothes—that MTD helps them cut rinsing operations up 
to 50%. Think of the tremendous economy in time, water 
and steam that can mean! 


Myflemyd GRANULES Give MTD a thirty-day trial in your plant and see for 


yourself. It’s one sure way to team up with greater cus- 
tomer satisfaction . . . bigger profits, too. 


GocterrEantle Bulk Soap Sales Department, P.O. Box 599, Cincinnati 1, Ohio 
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Officers of Indiana and Michigan associations, left to right, first row: president, Indiana 
Quick-Service Laundry Association, Armin Richards, West LaFayette; vice-president, Michigan 
Automatic Laundry Association, Mrs. Jack Herzberg, Detroit; president, Michigan, Phil Bryan, 
Detroit. Second row: director, Russell Burtis, Columbus, Ind.; secretary, Bill Shroyer, Muncie 
Ind.; vice-president, Tim Mills, Indianapolis; treasurer, Walter Barnett, Valparaiso, Ind.; di 
rector, John Dow, Hammond, Ind. Not in photograph: Michigan secretary, Dick Ritchie, North 


ville; treasurer, Harvey Ritchie, Northville 


points of interest Friday afternoon, A 
reception-registration followed at the 
hotel with a buffet dinner that eve- 
ning. 

Business sessions commenced on 
Saturday morning with an address on 
personnel relations by J. C. Quigley 
of Cincinnati, merchandising assistant 
to the bulk sales manager, Procter & 
Gamble Company. Mr. Quigley ex- 


plained how management must mold 
employee attitudes, arouse interest 
and stimulate a desire to do a better 
job. Panel discussions made up of 
quick-service operators followed each 
talk. 

The second morning session fea- 
tured James S. Houillian, of Washette, 


Inc., Cincinnati, Ohio, a_ self-service 


operatol who traced the growth of his 


automatic laundry into a business do 
ing one-third of a million dollars a 
vear, 

After a buffet luncheon Saturday 
noon J. W. Chamberlain, president of 


the Automatic Washer Company, 
Newton lowa. and nventor ot the 
Bendix automatic washer talked 


about the “Washer of the Future.” 
Mr. Chamberlain discussed trends in 
automation which will help to pro 


duce more quality and provide bette: 
service to the customer, The design 
of future machines rests in the needs 
of the operators who will be the in 
fluencing factor in design develop 
ment. 

Final feature of the Saturday after 
noon program was a report on the 
success of coin-operated, unattended 
24-hour automatic laundries. Arnold 
A. McCarley of Chicago, district man 
ager of ALD, Inc., in the Midwest, 
and DD. W. 
MANA geT, commercial 
sion of Avco-Bendix Corporation, pre 


Berguson, advertising 


laundry divi 


sented a summary of the results. 
After a buffet breakfast Sunday 
morning the closing speech of the con 
vention was presented by Lee G. 
Johnston, manager of the laboratory 
division, department of production 
and engineering, American Institute 
of Laundering. Mr. 
plained how to get the most efficiency 


Johnston — ex- 


out of various detergents ind washing 
formulas.—Harry Yeates 


New Yorkers Work and Play 


THE THEME of the New York State 
Launderers & Cleaners’ Fall Confer- 
ence was “Fun Can Be Mixed With 
Business,” and the accent was on fun, 
Aiding the cause that made 165 per- 
sons happy were the Indian summer 
weather, golf, boat excursions, a 
charm school for ladies, and a nation- 
ally known comedian who entertained 
at the banquet. Yet the delegates who 


attended the October 11-14 conven- 
tion at Whiteface Inn, Whiteface, 
New York, did find time for serious 
matters. 

The program got under way with 
an all-day round-table workshop ses- 
sion featuring informal discussions of 
industry problems and their solutions. 
Split up into small groups, the laun- 
drvowners talked of the minimum 


wage-hour law. the need tor quality 
shirt production, seasonal promotions 
to increase volume, and the merits of 
a drycleaning sideline. Everyone who 
attended the forum participated and 
got something out of it. a tribute to 
the round-table method of airing 
Views. 

The keynote address was presented 
on Saturday morning by Doctor Jo- 





Head-table dignitaries, left to right: Morris Landau, Cummings-Landau Laundry Machinery Co.; Ethel Fay, assistant to president; Carl F. M. 
Wilke, treasurer; Mrs. Paul J. Rickett; Leo B. Ahern, president; Jimmy Swan, guest comedian; Dr, Joseph R. Wiebush, director of research, 
NID; Mrs. Leo B. Ahern; Paul J. Rickett, vice-president; Mrs. Morris Landau 
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Here Now! NEW CHEVROLET 
TASK:-FORCE 57 TRUCKS! 











FIRST with the MOST 
modern features 


They're out to save you hours and do//ars _There’s fleet-action power in Chevy’s outstanding 
. : : ; engine line-up for ’57—with modern versions of 
lin ...and th bi oe 
on any hauling job a ey've got big the famous Thriftmaster and Jobmaster 6’s, effi- 
new power plus the modern features that cient short-stroke Trademaster V8’s and sensa- 
make it a sure thing! They put you way tional new 283-cu.-in. Taskmaster V8’s! 

ahead with time- and work-saving advan- Other way-ahead ’57 features include advanced 
tages you won't find in any other truck! Ball-Gear steering, high-output 12-volt electrical 
system, modern tubeless tires and great optional 
extra cost) features such as Hydra-Matic and 


Again, in 1957, Chevrolet light- and medium-duty : ae ' 
: Powermatic transmissions! 


trucks bring you the industry’s most advanced 
features—new developments that have already 4 
Ree % i ie Be sure to check the new cab features, too... 

been proved in a history-making preannouncement 
the handsome new upholstery, the new steering 
wheel, the new exterior colors. Your Chevy dealer 
For ’57 there’s bold new styling to match has all the details, so see him soon! .. . Chevrolet 
Chevy’s remarkable stamina and dependability. Division of General Motors, Detroit 2, Michigan. 


test run! (See below.) 


Alcan Highway Test Run 





In an AAA-certified endurance run, 6 light-, medium- and 
heavy-duty trucks carrying typical cargoes roared up the 
1,520-mile Alean Highway (normally a 72-hour run) in less 
than 45 hours! In dramatic fashion, new Chevy trucks con- 
quered one of the world’s most challenging roads to display 
the great performance qualities they’ll bring to your roads! 
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seph R. Wiebush, the new director of 
research at the National Institute of 
Dr. Wiebush used 
graphs and slides in describing the 


Drvcleaning. 


status of the charged system in dry- 
cleaning plants, Saying that both syn- 
thetic and petroleum plants can giv 
first-class cleaning, Dr, Wiebush 
nonetheless restricted his remarks to 
synthetic units in deference to the 
audience’s wishes. During the ques- 
tion-and-answer period that followed 
his talk, he explained 
shrinkage, stains, and ways to recover 
the maximum amount of perchlor- 
ethylene, 

The ladies’ program consisted of 


color loss. 


courses in beauty makeup, grooming, 








Proof that fun can be mixed with business. Cause of smiles is comedian Jimmy Swan who 
regaled Saturday night banquet audience 


posture and excercises supervised by 
representatives of Elizabeth Arden’s 
Charm School, Other highlights were 


Young Execs Hear Sales Expert 


THE METROPOLITAN Young 
Laundry Executives group kicked off 
its fourth vear by hearing Les Wright, 
head of the Morey La Rue sales de- 
partment, speak on “Cooperative Ac- 
tion.” The anniversary meeting, held 
in Cavanaugh’s Restaurant, New York 
City, attracted 28 persons. 


Mr. Wright told the members that 
other obstacles face the industry be- 
sides the washing machines and driers 
and launderettes. They are mistrust, 
lack of interest, inaction and general 
complacency on the part of the laun- 
dryowners. He urged these internal 
faults be eliminated. And he sug- 





Guest speaker les Wright pinpointed industry problems. Club officers, seated left to right 


Ken Weiser, M. R. Weiser & Co., 


New York; Bill Hempel, Jr., Walter's Southside, Baldwin, 


N. Y.; William George, Jay Laundry, Plainfield, N. J.; Robert Seaton, Whiteway Laundry, 


Brooklyn 


the bingo games and boat excursions, 
a golf tournament and the Saturday 
night banquet.—Roger Ganem 


gested a program of cooperative ac- 
tion by aggressive companies and im- 
mediate assumption of leadership by 
someone capable of organizing an 
area and coming up with a plan that 
could be used as a model by others. 

“Collectively and cooperatively, 
there should be a program to glamor- 
ize, perfect and introduce new serv- 
ices for this industry. Nothing,” Mr. 
Wright emphasized, “could be more 
important than to elevate our quality 
standards, because the biggest sales 
increases come through customer rec- 
ommendations,” 

The meeting concluded with a dis 
cussion period moderated by Presi 
dent William George. Each member 
in attendance was asked to pose a 
problem while the others proposed 
tentative solutions or recommenda 
tions. Among the subjects were the 
Betty Best program; the value of 
packaging: cost analysis as it affects 
prices, and the MacIntosh test bun 


dles.—Roger Ganem 





LAUNDRY BUSINESS 


New York 


five weeks ended 
Sept. 1—0.8% more than last year 


four weeks ended 
Sept. 29—4.8% more than last year 


M. R. Weiser & Co., Neu York 


Sept. 


New Jersey 


five weeks ended 
1—1.0% more than last year 


four weeks ended 


Sept. 29—6.9% more than last year 


V R Weiser > Co.., Ne u York 


Southeast 


July —6.0% more than last year 





Aug.—1.0% more than last year 


J. R. Wilson & Co., Atlanta 


TRENDS 


New England 


Aug. 4-12.2% more than last year 
Aug. 11— 1.0% less 
Aug. 18— 6.6% more than last year 
Aug. 25— 2.6% more than last year 
Sept. 1— 3.8% more than last year 





than last year 














Sept. 8— 4.1% more than last year 





Sept. 15— 7.6% more than last year 
Sept. 22— 7.5% more than last year 
Sept. 29— 6.7% more than last year 











Carruthers & Co., Boston 
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Santa swaps his reindeer for 
a route truck to spread candy 
and cheer to youngsters in 
sunny Mobile, Alabama, thanks 
to arrangement worked out by 
management of White Swan 
laundry 


: BSWAN 
LAUNDRY xi 


;f 


& DRY CLEANING 


py rencae® 


oe a. 
fy 


‘Twas the month before 


Christmas 


... and not a bit too early to prepare 


a goodwill project for the holidays 


GOODWILL is the spirit of Christmas 
and the basis tor good business. And 
the holiday season approaching Is no 
time for the plantowner to let down. 

Heres how two laundrymen help 


spread goodwill in their communities 
Down in Mobile 
agement of White Swan Laundry and 


Alabama, the man 


Dry Cleaning Company has its own 
full-time Santa Claus 
attired and carrying a bag full of 
candies for the kiddies. He rides the 
route trucks with the regular drivers. 


appropriately 


The route salesmen carefully plan 
Santa’s schedule and let parents know 
in advance what time they can expect 





Gift-wrap contest encouraged employee participation in Washington Laundry's Christmas 
project in Evanston, IIlinois. Gifts were distributed at children's hospital 


November 15. 1956 










the visit from Old Saint Nick, Late in 
the afternoon the drivers go back over 


their routes if it is necessary to catch 
the young fry at home then 

Santa goes out on these calls with 
the traditional big red sack slung on 
his back. Inside the well-filled pack 1S 
an abundant supply of candy which 
is handed out in generous amounts, 
Santa and the driver also carry a sup 
ply of pamphlets to let parents Jearn 
about White Swan services. (But the 
commercial aspect of the whole pro 
motion is kept to a minimum 

Route customers are not the only 
ones to receive visits. The truck st yps 
every 
And special effort is made to 


visit the sick ones thev hear of 


to see group ol childrer it 


passes 


t 


The expense of the Santa promotion 
is small] compared to the number of 
favorable comments that come from 
parents. Plant manager George Hil 
liard reports that Santa is paid $5 a 
day and the candy costs around $75 
The promotion starts soon after the 
Mobile 
and continues until Christmas Day. 

Up in Evanston, Illinois, Bill Katz 
of the Washington Laundry got his 
whole staff interested in a goodwill 
isked to 


annual Christmas parade in 


project. The emplovees were 
contribute a small gift for a girl or boy 
and to wrap the gift as attractively as 
possible. 

The designer of the most attractive 
package, adjudged SO by i source 
from outside the plant, was awarded 
a $15 cash prize. Smaller money prizes 


to those whose 


were also awarded 
packages ranked second and_ third 
best. 

After the judging the gifts were 
taken to a local hospital and distrib- 


uted to the children. 


uw 
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Fig. 1. Typical packaged boiler features, cylindrical Fig. 2. Usual 
shaped furnace, compact assembly of burner, fans and water space. 
controls lected as desir 














firebox boiler consists of furnace, tubes 
Firing method, controls 
ed 


fans can be se 








The Battle of the Boilers 


RECENTLY we had the opportunity 
of going over the comments of two 
outstanding engineers on the relative 
advantages of the packaged fire tube 
versus the conventional 
(Fig. 2). Each of 


these men is prominent in the activi- 


boiler Fig i) 


or firebox boiler 2). 
ties of the boiler design he selected to 
advance, While neither won the other 
over to his way of thinking they did 
cover many of the points of conflict 
and in so doing revealed, in our opin- 
very valuable material for 


ion, some 


guidance 


Case for packaged boiler 


The packaged-boiler champion 
stated that his design came into being 
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By JOSEPH C. McCABE 


in this Certain main elements 


such as oil firing, forced draft, and 


Waly 


packaging permitted the accomplish- 
ment of some desirable features that 
could be attained in no other way. 
As illustrations: 


1. Oil or gas firing permitted much 
smaller furnaces than those used for 
coal firing, even when fired at con- 
servative heat release rates. 

2. Forced draft accomplished a 
number of things besides eliminating 
large smokestacks, It made _ possible 
higher boiler efficiencies with less heat- 
ing surface, Heat at 
least double conventional boiler rates, 
could be attained with moderate pres- 


transfer rates, 


sure drop of about % to 1 inch of 
water per pass, depending on boile: 
size. In practice this level of pressure 
drop in the flues is relatively unim 
portant, since about two to three 
this at the 


burner diffuser to create sufficient tur 


times amount is used 


bulence for efficient combustion 


3. Actually, these advantages could 
be only at all, 
without packaging. Integration per- 
mitted careful selection and design of 
each component in relation to the 
whole structure. One example of this 
was the need to design the burner and 
refractory to fit the particular boile1 
and furnace structure, Attempts at 
using conventional off-the-shelf burn- 


partially attained, if 
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When it comes to water conditioning ... 
HOW MUCH “TOLERANCE” CAN YOU AFFORD? 





Very little, probably, if your plant is typical. You 
know, of course that exacting water treatment is 
required to make your local water supply precisely 
right for your use. But you know, too, that there 
are aS many variations in water needs as there 
are industries. 

As Elgin installations in hundreds of plants and 
institutions can testify, it is our business to design, 
build and install water conditioning equipment 
that will best meet your requirements — within 
exacting tolerances. 

As specialists in water conditioning for nearly half 
a century, we have been face to face with nearly 
every water treatment problem imaginable. If, 
for example, your operations call for simple ion- 
exchange softening, Elgin can offer water soften- 
ing equipment — in a wide range of capacities — 


SA ELGIN 


together with an Elgin ion-exchange zeolite espe- 
cially tailored to do the job with efficiency and 
economy. For boiler feed or process water, Elgin 
can provide filtration, neutralization, de-alkaliza- 
tion, de-aeration, de-mineralization or de-gasifica- 
tion. Even if you need water of highest known 
chemical purity, Elgin can offer you the Ultra- 
Delonizer .. . for water of greater chemical purity 
than that produced by triple distillation—et 4 tiny 
fraction of the cost. 

Talk over your water conditioning problems 
with your Elgin representative. The entire Elgin 
engineering staff is at your service to help solve 
the problem quickly and inexpensively. Or, if 
you'd rather, please feel free to write directly to 
us for any information you may need. 


SOFTENER CORPORATION 


150 No. Grove Avenue, Elgin, Illinois 


Representatives in Principal Cities 
In Canada: G. F. Sterne & Son, Brantford 


SOFTENERS ION EXCHANGERS FILTERS DEIONIZERS DEALKALIZERS LIME COAGULATORS DEGASITORS DEAERATING HEATERS 
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Fig. 3. Performance test on packaged boiler aimed at producing highest efficiency without 


causing smoking with heavy oil as fuel 


ers simply did not provide combustion 
conditions regarded as acceptable. 

Pac kaged 
teed by the 
continuous duty output at the nozzle 


boiler ratings, guaran 


manufacturers as a given 
1 
by actual test, are limited to a lara 


extent by 


furnace temperatures. The 
blower and motor size are fixed to pre 
vent exceeding these design tempera- 
tures by any appreciable amount. 
Once the gases have left the furnace. 
therefore, any additional amount of 
heat-absorbing surface is a matter of 
choice, and has nothing to do with 
any temperature limitations of — the 


boil I 


Advantages of integrated design 


In addition to the above boiler-per- 
formance points the packaged boiler 
had other advantages that were the 
direct result of integrated design. For 
example, one of the most important 
considerations is the matter of safety. 
The machine. is approved as a boiler 
and not the burner only, 


fic Id assembled 


main 


burner unit 


as is common. with 


units, Some of the agencies in- 
volved are Underwriters’ Laboratories 


Insurance Association anc 


Mutual, 

The approvals of an integrated unit 
are important, and this feature should 
mean more to the prospective user 
than it often does, Underwriters’ Lab 
oratories distinguishes between an A 
label for a burner only, and a B label 
for a boiler-bumer unit. It defines the 
matter in the 1954 Gas and Oil 
Equipment List as follows 


Factory 
Factory 
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“Label B signifies that the heating 
unit and the burner 
with complies with th 


included there 
construction 
and test requirements ot the labora 
tories, If the burner of an oil-fired o1 
gas-oil-fired unit bears the label A 
such label applies only to the burnet 
proper and does not cover the heating 
equipment in which the 
installed.” 

The machine is tested as a boiler- 
burner unit; this is continuing and 
is not done only once on the pilot 
model unit. There are re-tests and re 
approvals from time to time as new 
features and new safety requirements 


burne r is 


are developed. There are also spot 
checks by some approval agencies of 
the completed production units in the 
manufacturer's shop. 

There are also tests to insure re 
liability and long life of components. 
Component temperatures are checked 
under operating conditions, and with 
certain specified ambient tempe ra 
tures. Ignition and flame failure are 
two items that are tested with particu- 
lar care, 

\ pre-engineered packaged boiler 
makes it possible to furnish additional 
aids to architects, engineers, contrac 
tors and operators. As part of the 
package, it makes available certified 
drawings, tests, instruction and parts 
manuals, and starting service. These 
things cover the whole unit, not just 
some of its parts. 

This packaged-boiler engineer ex- 
pressed the comment that it is sur- 
prising how often the importance of 


performance testing is overlooked. 
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Possibly. the testing ot 1ost modern 
appliances and machinery is taken as 
1 matter of course. It is regrettable 
industry 


however, that in the boiler 


performance testing is thi 


rather than the rule 


exception 
As a result, boil 


ers are rated by he ating 


surface, which 


is a rule of thumb method. instead ot 
by pe rformance on the test floor, Fig 
3 shows a performance test run on a 


hoile I 


limits of clean combustion 


packaged to determine the 


and ( lk an 


stacks when firing a heavy oil 


Case for firebox boiler 


Speaking for the conventional boil 


er unit, the other engineer made 
these points 

First, one of the primary differences 
between firebox boilers and pac kaged 
relates to. the 
combining of the component parts. 

In the installation, — the 
buver or his representative considers 
the controlling factors (outlined later 


then selects a boiler. a burner, and 


boilers S¢ lection and 


fire-box 


decides whether he wants natural o1 
induced draft. Then he contracts for 
the installation of the 


job Is complete d 


equipment he 
has chosen and. the 
and turned over to the builder in first 
class operating condition, The burner 
has been sold and inst illed by a com 


primar 


business S 


pany whose 
burners. The oil-burner representative 
located relatively 
the installation and maintains a well 
staffed service department and a good 
stock of parts. 

In a packaged-boilet 
the buyer's representative 
boiler, but his choice ends there. He 
accepts the burner that comes with 
the boiler. He accepts forced draft 
even though the building may have a 
stack, The installation is less likely to 


and al 


is usually close to 


installation 


selects a 


be located near expert service 
stock of parts 

When a man is selecting a low 
firing 


i number of details 


pressure boiler for automatic 
he must consider 
so that he may be sure he is getting 
the boiler best suited to his require 
Among the 


safety 


ments. important consid 


erations are reliability, quiet 
operation, maintenance cost, economy 
handling, ability 
to carrv overloads, availabilitv of fuels 


and space requirements. The firebox 


durability, ease of 


boiler and the packaged boiler, stated 
this man, should be on even terms 
from the standpoint of safety 

As to reliability a reliable 
one which rarely, or never, requires 
service vet for which 
emergency service is available in the 
shortest possible time if it should be 
required. This is the firebox 


boiler is 
emergency 
boiler 


because it is fitted with a “garden vari 
Continued on page SO 
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use steam efficiently, economically— choose the trap with... 


top quality... 


to keep it on the job 


No need for a steam trap to be complicated. All it does is discharge con- 
densate and air from steam lines and equipment. But its importance 
shouldn’t be overlooked. On its effectiveness can rest your economical 
use of steam .. . the efficiency of your process operations. 

A steam trap has to be built to serve long and dependably in severe 
service— and that’s where Nicholson quality counts heavily in terms of 


performance, 


One moving part 
e Positive shutoff—no steam waste 
e@ Powerful, intermittent valve action 


e High capacity—effective use of large orifice 





Specify Nicholson, and be sure. 


Write for new 
Bulletin 10-55 


9M NICHOLSON ce/ Conpery 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. + SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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Leffel Boilers Pass The Acid Test: 







we have been in the 
dreds ears, 3 


for nearly ag tg 
sr work we ha “ 
Seotch Marine Boiler hes 


human failings 





d 
is without 4 
trouble-free poiler 


puilte' * 


No man is in a better position to judge 
boilers than the man who services and 
repairs all types and makes. 
to listen 10 a man hike J 


It pays 
J. Bower for 
his words are backed by nearly a half- 
experience. In the brief 
Statement above, Mr. Bower cuts away 
a)) the claims and promises of most of 
today’s boiler advertising and tells you 
why vou should rely on Leffel boilers 
for your steam requirements. 

For more details on why you can 
count on rugged, reliable Leffel boil- 
ers for long life and dependable serv- 
ice, write today Jor your tree copy of 
Bulletin 236 


century of 






Dept. 


Continued from page 78 


ety” burner in a “garden variety” set 


ting, according to the firebox cham 
pion. These well-tried, comparatively 
simple burners have been used for 
many vears. They do not get out of 
order easily, hold their adjustments 


well, and competent service for these 
burners, 
parts, are always available nearby and 
in a hurry. 

When you give 


as well as a stock of repair 


consideration to 
quiet operation the firebox boiler wins 
on any basis of comparison, The pack- 
aged boiler usually uses a forced-draft 
burner and it is designed with com- 
bustion chamber volume much less 
than that in the firebox boiler, output 
for output. Consequently, the pack- 
aged boiler has much higher heat re- 
greater 
for the 
units which use forced-draft burners, 
the noise of the fan alone may be loud 


with corresponding, 
Furthermore, 


lease, 
combustion roar. 


enough to be objectionable even with- 
out the roar of the flame. 
Packaged 


rate of heat release 


boilers with their high 
and their forced- 


draft firing often develop flame pulsa- 


tion. which causes objectionable 
vibration of boilers and bases. This 
condition is so common that many 


engineers consider a vibration elimi- 


nator to be essential in every pack 


80 


poiler business 
nd the only re- 
a leffel 


and not to mecha 
Te Leffel Scotch Mar 
failure. oubt the stronge® 


ine Boiler 


% and most 


Mr. Je Je Bowers President 


3. Bower Companys 





THE JAMES LEFFEL & COMPANY 
SPRINGFIELD, 















Ince 





Write todoy 
for details 


in Catalog 781F 


OHIO 


aged-boiler setting. This adds again 
to the cost of the installation. 
On the key question of mainte- 


nance the firebox spokesman cited a 
number of points. We quote 


Firebox boiler maintenance 


“For several reasons, maintenance 
costs will be lower with the firebox- 
boiler installation. For example, the 
regular cleaning is easier, takes less 
time and, In the 
firebox boiler the operator releases a 
couple of hand-operated latches and 
swings the flue doors open, moves the 


platform into place 


of course, costs less. 


, brushes the tubes 
(which are all one size and compara- 
tively short), latches the 
doors, and is ready to start up. 

“In the packaged boiler the oper 
ator disengages numerous bolted clips 


closes and 


or clamps on one or both ends of the 
boiler, then removes a heavy closure 
This operation often re- 
quires a crane of some sort 
of the weight of the 
closures, Then the operator brushes 
the tubes, swings the back 
into place and adjusts it for position, 


or closures. 
because 


refractory-lined 
closure 


engages and tightens numerous bolted 
clips or clamps, and the boiler is then 
ready to fire. In some packaged boil- 
ers the tubes are fitted with deflectors 


sures to 250 p.s.i. 
and full 5 sq. ft. of heating surface per 
b.h.p. provides efficient operation firing 


oi), gas or both. 


for stmt you can BA NK on 


wri encedl Comeutnan INDUSTRIES INC. 


JARE, NEW 


PACKAGED BOILERS 





Superior Fire Tube Steam Generators 


are completely factory assembled and 
tested, Capacities range from 20 to 600 
b.h.p. for steam or hot water heating and 
for industrial applications requiring pres- 


Built-in induced draft 





7] Tyg a AUOG 


STEAM GENERATORS 


YORK 36,N ¥ 


which must be removed and replaced 
during each cleaning operation. 

“In actual practice, the entire clean 
ing operation for the firebox boiler is 
easily handled by one man and fre- 
quently takes less time than it takes 
for two men just to remove the clo 
sure of the packaged boiler. 

‘Furthermore, the firebox — boile1 
chamber. 


space 


combustion 
it has more 


has a larger 
Therefore, to com 
plete combustion, less smoke and less 
frequent cleaning. 

“Similarly, the maintenance of the 
refractory costs less in a firebox boiler. 
In the first place, the refractory does 
not get as hot because of the larger 
combustion chamber, so there is Jess 
frequent need for attention to the re- 
fractory, Maintenance is easier be 
cause the repair 
means of entry into the 
chamber through the 
They may use standard shapes and 
high-temperature 
any repair is quickly and easily made 


crew has. easier 
combustion 
access door “ 


cement and almost 
without the need for forms. 

“The packaged boiler’s closure may 
require repairs and of such a nature 
that the closure should be placed flat 
and may that the re 
paired part be allowed to ‘set’ before 


require also 


the cover can be raised and swung 


back into position.” 
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Actual selection 


It is extremely important for any- 
one who is comparing boiler capaci- 
ties to recognize the difference be- 
tween the rating methods used by 
firebox-boiler manufacturers and by 
packaged-boiler manufacturers, Many 
packaged boilers have been badly 
undersized because the men who 
selected them did not recognize the 
fact that ratings catalogued for pack- 
aged boilers are gross nozzle outputs 
without the reserve for pickup, which 
is always included in the ratings cat- 
alogued for firebox boilers. 


In the latest edition of “Net Load 
Recommendations” published by the 
Heating, Piping, and Air Conditioning 
Contractors Nationa) Association 
(HPACCNA), a number of packaged 
boilers are listed with ratings equa) to 
20.8 square feet net steam radiation 
load per square foot of catalogued 
boiler heating surface. This corre- 
sponds to a net load rating of 4,992 
B.t.u, per square foot of boiler heat- 
ing surface. These same boilers are 
rated in the manufacturer's catalogs 
on the basis of 33,475 B.t.u. (1 hp.) 
per 5 square feet of boiler heating 
surface, or 6,695 B.t.u. per square 
foot, which as noted previously is the 


nozzle output. Therefore, these boil 








ers have piping and pickup allowance 
of 6,695 minus 4,992 equaling 1,703 
B.t.u. or 34 percent of the net load 
rating . 

Firebox boilers will easily develop 
nozzle outputs 150 percent or more of 
net ratings. Therefore, a firebox boiler 
selected on the basis of HPACCNA 
net load ratings will have a nozzle 
output 12 percent or more above that 
of the pac kaged boiler which has an 
identical net load rating (1.50 divided 
by 1.34 equals 1.12). 

A consideration of these facts dem- 
onstrates that a packaged boiler listed 
with any particular net steam radia 
tion load rating will not have as much 
nozzle output as a firebox boiler listed 
with the same net steam radiation 
Joad rating. The firebox boilers wi)) 
have more reserve capacity than will 
be available in the packaged boilers 
for unexpected overloads or for loads 
which may be added later or for loads 
not considered in the origina) calcu- 


lations. 


Fuel considerations 


Packaged boilers will not operate 
on solid fuel, They must be fired with 


oil or gas, because they are designed 
with very sma)) combustion chambers 


and because the combustion chambers 





are long and narrow and not suitable 
for installation of stokers. 

Firebox boilers can be converted 
for stoker firing without reducing the 
available output, because they have 
ample size fireboxes of proper propor 
tions and type to receive stokers, and 
because the gas passages are suitable 
for this service. 

No one can predict positively what 
fuel situation will exist 30 vears hence 
or, for that matter, what changes may 
oceur in availability of the 


fuels during that period, 


various 


For this reason, the firebox-boile: 
engineer felt it was important to 
select a boiler that can be adapted to 
operate at its full output with either 


liquid or gaseous or solid fuel 


Conclusions 


Unfortunately, the obvious next 
step in this discussion of strengths and 
weaknesses was not taken. We reler 
of course, to the need for each indi 
vidual to take potshots at the other 
man’s views. Furthermore, there was 
no recognition of special cases wherein 
one unit or the other is the only sen 
sible selection, But these are points 
that a prospective buyer can raise in 
talking over his next boiler with the 


sales engineer 


HOW CAN YOU GET 
50% MORE FLOW 





soos frome your prosent Zeolite softencr? 


EASY Refill with Invercarb C-110 resin. Gives you up to 10 times 
more gallons per regeneration — Gives you about 50% more gallons 
per minute. Ask us for free details. 


WANT TO GO “ALL THE WAY?” 


H & T Multiport valve automatic operation saves time — saves labor 


— makes automatic efficiency. Ask us about it. Over 2,000 laundries 


use it right now. 


HUNGERFORD & TERRY, Inc. 





November 15, 1956 





CLAYTON 8, NEW JERSEY 





1 














from the 





ALLIED TRADES 








Tremm Opens South Florida Plant 





A new, modern South Florida 
bleach plant constructed by the 
Tremm Chemical Corporation 
in North Miami is now 
ation, according to an an- 
nouncement by George W 


Kates hairman of the 


In Oper- 


board 


Phe 


production of sodium 
both 


I lant is eng 





hypo 


chlorites for houselh ld 
| 


and commercial use, Products 


are packaged under the firm’s 
own brand and those of private 


label customers 


Pellerin Milnor Plant Nears Completion 





N. L. Pellerin, president of 
Pellerin Milnor ¢ orporation, of 
New Orleans, La., recently an- 


that the firm’s 
manufacturing plant is nearing 
that occupancy 


scheduled — for 


nounced new 


completion and 
is tentatively 





above at the first 
of Wyandotte Chem- 
Wyandotte, 
promoted laun- 


Pictured 
conterence 
icals ( orporat n’s 
Mich 


drv de partment field sales man- 


newly 


agers are, left to right: Byron 
Kirk, New York; Paul S. 
Chamberlin, St. Louis; Riely F. 


82 


Wyandotte Field Sales Managers Confer 


November of this 


early 
Mr. Pellerin adds that the plant 
is equipped with precision tool 


year 


ing and equipment and features 
ot the 
factory design 


many latest advances in 


in production departments 





¢ 





i Soe 
Walker, Chicago; Richard V. 
Anderson, assistant to W. B 
Appleby; Mr. Appleby, man 


iger, laundry and textile depart- 


ment; George P. Bailey, San 
Francisco: Charles E Hadley, 
Atlanta, and John k. Stanz, 


Philadelphia. 


including music 








| ach fic ld sales Manager ac 
tively participated in the week 
long The group 
checked the latest deve lopme nts 
In Wyandotte’s 
technical 
ind the pilot plants 
further developing Wyandotte’s 

to the laundry 

thoroughly discussed with 
Ir., Wyandotte 


Vice-pre sident 


Bronson Joins Lever 
conterence. 
research and 
service laboratories 

Plans for 
service industry 
were 
Ford Ballantyne, 
( he Praha ils and 
manager of the J. B 


Fred Tholen 


Sales) Manager 


Lene! il 
Ford 

Ford 
| 


tnd 


Division 
Division 
other members of the home 


olfic h and sales staffs 


e researe 





Eastern Cyclone Changes 
CHARLES H. BRONSON 


\pansion pre 


istern ( vclone Cor 
‘ hy Clift oe 3 Charles H. Bronson has been 
evo! T litton has 
ned Aldo }. Gregon plant named development manager 
‘ : tor the Industrial Division of 
il CT Nir Cregor\ Was tor 
Lever Brothers Company, New 
merry chief enginee! for the 


York, N. Y it was announced 

recently by W H 

general manager of the 
Mr. Bronson 


deve lopm nit 


MNpany and 1S 
the N itional Association of hh 
stitutional L \anagers 
He has ASSO iated witl 
the firm for several vears. 

Replacing Mr. Gregory — is 
Bruce T. Boon. He will be 


charge of all engineering oper 


member ot 
saeaet Cochrane 


vundry division 
ss formerly market 
manager of — the 
will be 
re sponsible for the deve lopme nt 
of the 


products and new uses for exist 


Tennessee ( orporation 


new Lever industrial 


itions connected with the com 


g industrial products 


il 


, , 
pany s manufacture of laundry 


equipment ind its sheet-metal 





Uni-Mac Names Heinle 


Divco Promotes Curran 


Detroit 
has announced the addi- 


Divco 
Mich 
tion to its Eastern sales staff ot 
Frank Curran as 
representative in 
ind Pennsylvania. 

The announcement 
H. Sjoberg, Divco  vice-presi- 
stated that Mr 
in truck sales 
previously 


Corporation, 


assistant sales 


New Jersey 


from RB. 


sales 
Curran has been 
and 


Diveo de aler In 


lor SIX vears 
worked for the 
Paterson. N ] 


Mr. Curran, who has been as- 





sociated with Divco sales and 

servicing, will make his head- 

quarters at Divco Service Cen- CARL HEINLE 

ter, Irvington, N. J. He will 

assist S. Seastrand, who is dis- Carl Heinle, Jr., has been 
trict manager for Divco in the elected a director and_ vice- 
New Jersey area, president in charge of sales of 


T he 
Laude rdale, 
a recent 

James E. Cox president of the 
organization. Mr. Heinle was 
formerly employed by The 
Great Lakes Carbon Corpora- 
tion in the Dicalite 
Prior to this he served as sales 
Chemical Labora- 


Uni-Mac Company, Ft. 
Fla., 


announcement — by 


according to 


Gibraltar Installs 
Knitting Machines 


Eight new knitting machines 
were added recently to the 
Brooklyn, N. Y., plant of Gibral- 
tar Fabrics, Inc, Already in op- 
these 


Division. 


eration, machines are manager of 


part of Gibraltar’s complete tories, Inc., New York, N. Y., 
knitting and finishing depart- where he handled sales promo- 
ment, Gibraltar textile products tion for several of the firm’s 
are produced exclusively for products. 

the laundry and drycleaning in- Mr. Heinle’s activities have 


dustry given him a knowledge of effi 
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shirts. 


shirts 








Vice President and General Manager 


Davies, Inc. 


Every day more professional laundries make more money 
because of Velva-Soft. And it’s easy to see why... 


Velva-Soft increases business. Housewives turn to profes- 
sional laundries for the luxurious feel of Velva-Soft treated 
Husbands like the way 
Velva-Soft treats shirts—there’s no irritating scratchiness. 


towels—they’re twice as fluffy. 

Velva-Soft cuts operating costs. You don’t need bluing, 
a brightener or special fabric oils. What’s more, Velva- 
Soft, because of the lubricity imparted to the fibers, makes 
it easier to pull loads from the wash wheel. 


Water extraction time is also reduced 15 to 20%. You 


...lo Bring in More Business 


... lo Make Greater Profits 


ag 


and everything else 


“Td buy Velva-Soft at any price,” says Mr. Roth. 


Years 
Now that’s a thing of the past, thanks to Velva-Soft. Our 


we had trouble with water-stiffness—especially in 


we launder—feel 100% softer and look 


100% better. And that’s not just our opinion. Our customers tell us 


the same thing. 


“At Davies we’re always striving to improve our quality. And 


Velva-Soft is the biggest quality improvement we've ever made. 


“T repeat... 1d buy Velva-Soft at any price!” 


Za 


save on electric bills! And shake-out time is faster... easier. 
Static electricity is almost eliminated when you use 


Velva-Soft. Shirts and uniforms won’t stick to the presses 





even those beginning to wear around the collars. And 
Velva-Soft slashes tumble drying time by 15%. You finish 
faster with no increase in the number of dryers. 

And totop it off ! Velva-Soft has tried and proved advertis- 
ing and merchandising programs ready togo to work foryou. 

If you’re missing out on the benefits and profits of 
Velva-Soft, don’t wait another day. Send for your trial 
order right now. 


MAIL THIS COUPON TODAY! 





Armour Soap Division, Industrial Soap Department 
1355 West 31st Street, Chicago 9, Illinois 


[_] Please have representative call and explain the VELVA-SOFT 
PROFIT PACKAGE. 


[_] Send free VELVA-SOFT booklet and price information. 


[_] Please send me trial order (with a money-back guarantee) of new 
VELVA-SOFT with BLU-BRITE—125 Ib. drum (@ $27.50 


Soop Ds 


INDUSTRIAL SOAP DEPARTMENT 


November 15, 1956 


@eeeeeeeeeeeeeeeeeeeeeern 


Name 
Title 
Address 
Firm 
City Zone State 
SLI] 
$3 





ATTACH TO YOUR LETTERHEAD 


Want A Better 
Built Soap? 





For better emulsification of dirt and 
grime in the laundering of all fabrics, 
Lever supplies a scientifically balanced 
formula of soaps, softener, alkalies and 
whitener: 


FORMULA 770 — 
spray-dried to homogene- 
ous, free-flowing beads. 


Suds are heavy and 
full-bodied. Beads may 
be added dry to the 
wheel or used with 
additional builders to 
meet your own condi- 
tions. 














For complete information, mail ad to: 


LEVER BROTHERS COMPANY 
390 Park Avenue, New York 22, N. Y. 


cient procedures ot production tic region. The states covered 


and management in the laundry from Ald’s new office are Penn- 
and drycleaning fields svlvania, southern New Jersey, 
Delaware, West Virginia, Vir- 


ginia and North Carolina. 


New Ald Branches George R. Goulette, the Mid- 
Atlantic district manager for 

Va Ald, will be in charge of this 

office. He will be assisted by 

Charles Packer, Mid-Atlantic 


sale S Manager. 


Troy Opens Boston Office 


A new Boston office has been 
announced by Troy 
Machinery Division of Ameri- 
can Machine & Metals, Inc.. 
East Moline, Ill. It is located at 
30 Huntington Ave., Boston, 
Mass. The office is under the 
supervision of I, N, 
Troy New England representa- 


Laundry 


Johnson, 


tive. 








AMERICA’S LEADING SHIRT HOSPITALS USE... 
RIGN'S BEST REPLACEMENT coy/ppe 


KS Our entire new line features 
the ‘Shorter Point’ Collar 
‘Old Shirts Take On That New Look”’ 














Ji meat SPREAD COLLAR 

/ 
\ a fi? For the fashion con- 75 
\ ae scious who demand Lea 
BA 7 the best!! “with stays” 





Your collar troubles end with our... 
PERMA-FOLD “FUSED” NON-WILT COLLAR 


Guaranteed to fold as easily as a soft 
collar after repeated washings. 


$4.50 per doz. FREE SAMPLE ON REQUEST 


jf 
/ 





“Old Reliable’ with the new “Short Point’’ look! | 


Manufactured of fine broadcloth with the 
heavy £250 band 


STYLE H20 $3.75 per doz. 
OXFORD 


Neck Bands $2.00 per doz. 
— Gx) 





Plain Single Cuffs $3.75 per doz. 
Pairs + French Cuffs Pairs $4.75 
Plain Oxford Collars $4.25 per doz. § per doz. + Plain Single Oxford 
Oxford Button Bown Collars 
$4.75 per doz. 


Cuffs $4.25 per doz. 
the Ceckeibetg 























87 FRANKLIN ST., 


eh N. Y. 13, N. Y. 





plan He r¢ ules would oper- 


Huron in exchange for the 
Hercules stock. Approximately ate the Huron 
100,000 shares of Hercules com- division of its Virginia Celluloss 
Under 


sets of 


busine SS aS a 


mon stock are involved. Department 


Speed-Check Assigns Davis and Warne 





GEORGE R. GOULETTE 


Ald, Inc., has opened a new 
parts center in Dallas, Tex. This 
center will serve Ald customers 
in Colorado, New Mexico, 


Arkansas, 
Alabama, 


Oklahoma, 
Louisiana, Mississippi, 


Texas, 


Georgia, South Carolina and 
Florida. 

Also opened recently was a 
new company office in Balti- 


handle laundry 
Mid-Atlan- 


Md., to 


activity in the 


more, 


store 


84 


Hercules To Buy Huron 


Directors of Hercules Powder 


Company, Wilmington, Del., 


and The Huron Milling Com- 
pany, Harbor Beach, Mich., 
have approved a plan for the 


acquisition of Huron 
Hercules. Final approval of the 
acquisition awaits a vote of 
stockholders of The Huron Mill 
ing Company. 

The plan calls for the 
tion by Hercules of 


Milling by 


acquisi 


all the as- 


WILLIAM H. DAVIS 


R. M. Goddard, 
The Speed Check Co., 
lanta, Ga., has disclosed the ap- 
pointment of William H. (Bill) 
Davis Warne as 
workflow engineers. Mr. Davis, 
who will the state of 
Florida, has had broad experl- 
ence in management, advertis- 
ing and finance. Mr. Warne, in 
addition to being a qualified en- 


president of 


Inc - At- 


and George 


cover 


GEORGE WARNE 


gineer, has had a bac kground 
in plant operation and manage- 
ment. Serving with the Army 


engineers during World War II 


and the Korean conflict, he 
filled many important command 
and staff posts. Mr. Warne will 
be responsible for the Balti- 
more, Washington and Rich- 
mond areas, according to Mr. 


Goddard. 
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Texas Honors Hammond with Award of Merit New Revolite Salesman Carnegie Institute of Tech 


a nology in 1942, with a B.S 
Revolite Division Raybe stos 
Manhattan, Inc., Passaic, N 
has announced the appointment 
of Edwin C. Mason as. sales 


American Elects Parrish 


representative for western Ohio 
and Indiana. Mr. Mason will 
headquarter in Dayton, Ohio, 
and work under the supervision 
of Lester Brown, responsible for 
sales in Michigan, Indiana and 
western Ohio 


Diamond Alkali Names Rex 


Appointment of David J. Rex 
to the newly created post. of 
process engineer tor the Sili- 
cate, Detergent, Calcium Divi- 
sion of Diamond Alkali Com- 
pany, Cleveland, Ohio, was 





recently announced by John W. 


CLARK A. PARRISH 





Mantz, gene ral manager ot the 





division. Promotion of Clark A. Parrish 

Roger N. Conger, president of | handicapped, six being listed as A chemical engineer at Dia- to assistant general sales man 
Hammond Laundry - Cleaning disabled veterans. Of 30 em- mond’s Painesville (Ohio) ager. administration, has been 
Machinery Company, Waco, ployees added in 1956, four Works for the past nine years, reported by Raymond Anthony 
Tex., is pictured above receiv- were handicapped. Mr. Rex has already taken over general sales manager of the 
ing an Award of Merit from “Our physically handicapped his new duties. He joined the American Laundry Machinery 


Governor Allan Shivers, which employees have been a great Diamond organization in No- Co,, Cincinnati, Ohio. Mr. Par- 
was given to the Hammond asset to our organization and vember 1947, following five rish joined American in 1936 
Company for employment of many times the quality of their years in development and proc- Since that time he has held 
the physically handicapped. Of work is far above average,” ess engineering work with a positions as manager of the ex- 
Hammond’s 100-plus employees, Mr. Conger asserted during the large chemical firm port division and of Cleaners 
approximately 10 percent are awards ceremony. Mr. Rex was graduated from Equipment Co. Division 


Commercial Laundries Like UNI-MAC 
Because It Gets ACTION! 


@ Yes... ACTION in several directions: UNI-MAC 


brings in Shirts... Flatwork ... Drycleaning ... and 














at the same time it provides a new, profitable, large- 
volume, low-cost Wash-and-Fluff Dry service that 


the mass market can afford. 














> 
UNI-MAC TWIN Mode! 400 
Combination Washer-Extractor 
e CHECK THESE FEATURES e ; é ; . 
- - ; Commercial Laundries using the UNI-MAC 
Am | hope tec nie tacts diaeaanale pen Sees Ge SNE TWIN are high in their praise of the machine 
cial laundry equipment. no vibration, no bolting down. k ; : net ag 

aw ‘ for its economy of operation .. . its effective- 

™ Washes bundles individually; no ; Naas hatt; et aia’ 

marking or checking required... Ww Requires only 10 sq. ft. of floor ness in comDatting e home-wasner: 
reduces labor cost, eliminates space. ———— — — { 
loss-claims! “a | The UNI-MAC CO. SLD-116 4 

: High d, direct tor-dri 
™ Handles complete family bundle '9 shite essere uke 1917 S. Federal Hwy., Fort Lauderdale, Fla. | 
‘oe ‘ extraction; patented brake with 
from hose to dirtiest blue jeans. ; GENTLEMEN | 
. . , automatic stop. 
M Safe to ALL fabrics; including P | Please send me a FREE copy of your Advertising and Sales | 
i i Promotion M 1, “Your BLUE PRINT SUCCESS with UNI 

a Se. ™ Lowest installation cost — most : MAC." yi yiceate - 2s | 
Washes and hegre up to 120 economical to Operate — iow | Furnish literature giving detailed description of the UNI-MAC | 
tes. Gry wergnt per hour. maintenance! TWIN | 
& Exclusive high-speed positive jet- | Send your representative to see us | 
ball spray rinse. & Excellent for ‘‘go-backs.’ | NAME | 
| ADDRESS | 
GET ACTION! CLIP AND MAIL THIS COUPON NOW! m> | |, = 
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ATTACH TO YOUR LETTERHEAD 


Do You Build Your Own 
Washing Formulas ? 





Lever’s pure concentrated soaps dissolve 
instantly, producing heavy, full-bodied 
suds for the efficient washing of cottons 
and linens: 


SPUNN DIAMOND 
88% Flakes 

SPUNN DIAMOND 
92% Powder 


Easy to handle, these 
pure soaps appeal par- 
ticularly to launderers 
who build their own 
soap tank before add- 
ing to the wheel. They 
can, however, be added 
dry to the wheel. 





For complete information, mail ad to: 


LEVER BROTHERS COMPANY 
390 Park Avenue, New York 22, N. Y. 


ieee kd, ete, 
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Fr CHALLENGE 
Tumbler 


PRE-CONDITIONS 
2400 Ibs. Per Hour 


FULLY-DRIES 
800 Ibs. Per Hour 


AUTOMATIC OPERATION 
CHALLENGE MANUFACTURING CO. 
7400 East Bandini Blvd., Los Angeles 22 
Telephone: RAymond 3-130] 











The world’s finest 
temporary marking machine 


A complete and proven system to give you greatest economy, 
ACCURACY and speed in every laundry Gperation 
Polymark Division 


PINNACLE PRODUCTS corp. 


188 Tarrytown Rd., Elmsford, N. Y. 
1515 Gardena Ave., Glendale, Calif. 
Canada ~- Simmonds Products of Canada, Ltd. 5800 Monklond Ave., 


Write for brochure and 
nome of distributor 
neorest you 


Montreo) 


NEW PRODUCTS 


Continue d 


of discovering poor formula 
before 
This 
the 


elements ot the 


performance Serious 


Data 
impor 


damage deve lops. 
Sheet « mphasize Ss 
tance of all 
formula in relationship to each 
other, including correct supplies 
and such factors as time, tem 
perature, concentration and m<¢ 
chanical action. Possible 


ot k Ww 


Causes 
whiteness retention and 
high tensile strength are listed 
QO & A Data Sheet 251 may 
be obtained by writing to the 
Philadelphia Quartz Company 
1158 Public Ledger Building, 
Philadelphia 6, Pa. 


Water-Saving Braun Unit 





Wash, a 


extractor 


The Braun 


combination 


Unit 
washer - 
for every type of laundry op 
cut water 


eration, is said to 


consumption 50 percent, re 


Bed gallons ot 


quiring only 2 
water per pound of laundry un 
der narmal load conditions. The 
W ish wash 
board agitation during a 44 


inch drop (illustrated left abov 


action consists of 


followed by a squeeze action in 
which the work is wedged be 

tween the center partition and 
the cylinder wall and squeezed 
both by 


gravity 


centrifugal force and 
right). 

The unit is available 
100) and 


Im Ca 
pacities of io. “ou 
200 pounds. It can be equipped 
with precision controls for fulls 
automatic, semi-automaty 
manual operation 

For additional information 
write to G. A. Braun, Inc., 461 
| Brighton Ave., 


and 


Svracuse, 





YOUR REQUEST 


for further information 


will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 
head. Be sure to mention 
STARCHROOM LAUNDRY 


JOURNAL, 











AND LITERATURE 


from pag 


Divco Presents New Trucks 


Divco 


have 


new models ot 
trucks 
according to 


Three 
multistop delivery 
been designe d, 


Roy 


In charge ot 


a Sjoberg, vice-president 
sales at Divco 
Corporation. The 
will offer 221 
cargo Capacity on a 
100,.3/4-inch wheel base chassis, 

Condensed Catalog B_ de- 
detail the 
line of Divco multistop delivery 
trucks. The 16-page 
fully illustrated with 


graphs and dimensional 


models 
teet of 
ompact 


new 


cubic 


scribes in omplete 
catalog is 
photo- 
lraw 
ings and gives pertinent specifi- 
write to 


Box 


cations. For a copy 
Divco Corporation, P. O 


3807. Detroit 5, Mich 


Cleaver-Brooks Progress 
Boiler 


A new Cleaver- 
srooks bulletin describing 


standing install 


four-page 
out 
itions 


} 
been 


boiler 


} 


iround the world tas 


issued he idvant 


ice t 
d Progress 


boiler ire 


newly introduce 
pack iged 
scribed. Designed. for 
ial heating up 

Batu. per hour, the \\ 
ress boiler completely 


said to hy 


mney} 
940,000 

Prog 
packaged 
time- 
Also 
con- 


design is 
saver for the contracto 
noted is the fact that the 
have to install 
controls, insert burner 
Prog- 
in the 
1 guaranteed 


efficiency 


tractor does not 
ind 
or put on jacketing. The 
ress boiler is fire-tested 
factory 
DURDTRGT EERE 


of 50 percent. 


wire 


and has 
ope rating 


more intormation write 


Cleaver-Brooks 
396 EK. Keefe Av 


pans 
waukee 12, Wis. 


For 


to the Com- 


MMil- 
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Unitrap Steam Trap Line 


A new, small, lightweight 
bucket-type steam trap has been 
introduced by Perfecting Ser- 
vice Company, 332 Atando 
Ave., Charlotte 6, N. C., for use 
in unit heaters, small processing 
machinery and like applications. 
This new addition to the Uni- 
trap line is available in 42-inch 
pipe size. 

Developed for low-pressure, 
high-condensate-rate applica- 
tions where a smaller trapping 
unit is needed, the trap operates 
on a_balanced-pressure _ prin- 
ciple through the unique func- 
tion of its Dual-valve, which 
automatically compensates for 
differential pressures through a 
range of 0 to 250 pounds p.s.i. 

The Dual-valve permits all 
Unitraps to cperate through 
fluctuating steam pressures and 
variable condensate rates within 
range of the traps without 
changing orifice size or bucket 
weights. Its extra-large orifice 
achieves large discharge capa- 
cities 
DiSheds 

For more information writ 
to the manufacturer 


(at 250 pounds pressure 


Worthington Compressor 
Booklet 


A new booklet designed to 
help lox ate and correct common 
air-cooled and water-cooled 
troubles has been 
released by Worthington Cor- 


poration. A 


compressor 
cartoon sequence 
gives a full description of com- 
troubles failure 
to deliver air to excessive oil 
consumption. 


For copies or further infor- 


pressor from 


mation direct request to Worth- 
ington Corporation, Merchan- 


dising Sales Department, 
Harrison, N. J., specifying Bul- 


letin PC-509P, 


New Hoffman Literature 
The United States Hoffman 


Machinery 
cently printed a new two-color, 


Corporation has re- 


four-page supplement, which 
contains a detailed, illustrated 


description of its laundry equip- 
ment. The equipment encom- 
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passes every phase of in pl int 
laundry operations, from wash 
ing to extracting, unloading and 
ironing 


The 


Form 


entitled 
available 
the U. S 
Corpora 


Ave New 


supplement is 
M107 
upon request 
Hoffman Machinery 
tion, 105 Fourth 
York, N. Y. 


and 1S 


trom 


New Antistatic Rinse 


Merix Chemical Company has 
announced the marketing of a 
new destaticizer, Merix Anti 
static No 79 OL, for the re- 
moval of static electricity not 
only in the operations of clean 
ing and laundering, but in the 
finished garments. 

Drycleaners spray the prod- 
uct the screen basket or 
tumbler in the cleaning 
deodorizing cycle. Laundries 
add 5 percent of the product 
to 95 percent water in the final 
rinse bath. This is said to 
prevent clinging and_ shocks. 

Literature is offered 
upon request to Merix Chemical 

Dept. CL-1, 1021 
St., Chicago 15, IIL 


on 
and 


free 


Company, 
BE. 55th 


Bishop Triple-Duty Shelf 


Bishop David Freeman Co 
recently added a Triple 
Duty supply shelf to its Collar- 
Molding Shirt Folding 
was announced by the pres 
David A. Freeman. The 
new shelf holds collar supports, 


new 
unit, it 
ident, 
shirt boards and plastic bags 
within convenient reach of the 
folding operator. Steel rod con- 
struction provides the operator 
with more light and air and 
eliminates dirt-catching solid 
shelves, 

Special features claimed for 
the folder are smooth, even 
ironing of collars, flat 
collar avoidance of 


inner 
points, 
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...and Longlife Aprons will outwear conventional Duck by 
more than 20%... with a better finish and at lower cost. In fact, 
we are so confident of the superiority of Longlife Aprons (cloth 
finish) over the brands you are now using that we offer you an 
ironclad double-your-money-back guarantee with every order. 


Get in touch with your local Tingue, Brown representative today 
...or better yet...just pick out the apron cloths you need from 
the handy table below, and order direct. 


Warp Ply 


Filling Ply 


50” 

76” 
100” 
108” 
110” 
120” 
122” 
124” 


STOCK SIZES OF TINGUE, BROWN APRONS 


| Special 
Asher 


| | Extra Heavy | 
l_3 


| | 
| Longlife | Longlife | Longwear | Seymour #4/Seymour #6 
5 | 5 4 4 3 


5 4 4 3 


1 
{ 
| 
+ 
4 
| 
T 
| 


+ 


“I 


Your order will be immediately processed, 


accurately filled and quickly delivered. 


TINGUE, BROWN & Co. 


1765 Carter Avenue New York 57, N. Y. 
507 Bishop Street, N.W. Atlanta, Go. 
1227 Wabash Avenve Chicago 5, Ill. 


723 E. Washington Blvd. Los Angeles, Cal. 


CYpress 9-8800 
ATwood 3864 
HArrison 7-0083 


Richmond 9-6023 














Lhese hetpfur booksers 
Can Show YOU HOW To: 


> 
> 


Solve special problems 


Train new help 


Make more money 


“How To Clean Cotton Rugs” 


*‘Manual for Training Silk Finishers” 


. “The Laundry Primer” peaks 
ABC’s of washroom operation 


“Storage for the Drycleaner’”’ 


**Guide to Plant Layout’ 
making the drycleaning plant more efficient 


“How To Train Finishing and Folding 
Operators in the Laundry” 


‘Manual for Training Wool Finishers”’ 
the complete job on all types of garments 


“Guide to Construction and Remodel- 


ing of Drycleaning Plants’’ 


“How To Build a Greater Demand for 
Your Professional Laundry Services” .... . 


“Advertising That Builds and Holds 


Laundry Business” . 


“Fur Book"’ 
complete textbcok on cleaning, repairing 
and remodeling furs. 


' 


“Handbook for Route Sales Executives’ 


“Let’s Talk Drycleaning”’ 


how to sell more drycleaning service 


To order, check number and mail coupon. 


Special rates on quantities quoted on request. 


STARCHROOM LAUNDRY JOURNAL 


305 East 45th Street, New York 17, N. Y. ] 


Send 


My check for 


4 


Name 
Firm 
Street 


City 


S-11 


books indicated below. 3 
is enclosed. 


>))/6))}7))8)) 9) }10) |W) \12) |13 





BOCK 


EXTRACTOR 


Insist On A Bock 
and 


You Wil) Have The Best 


We have made Extractors 


Exclusively For 35 Years 


Sizes 15” 17” 20” 


BOCK LAUNDRY MACHINE CO. 


TOLEDO 2, OHIO 





broken collar buttons, perfectly 
centered buttons, straight folds 
and smooth bosom 

The De luxe Front-Fold Shirt 
Table can be used with a 2-, 3- 
or 4-girl shirt unit and is avail- 
able in foot- or = air ope rated 
models; Front-Fold (as shown 
in photo), or Side-Fold. The 
unit requires 24 by 41 inches 
of floor space 

For complete details write to 
Bishop David Freeman Co., 
1600 Foster St., Evanston, Ill 


Chevrolet 1957 Trucks 


New safety features applied 
throughout Chevrolet’s 1957 
truck line include interlocking 
crash-tested latches on all side 
doors and steering wheels with 
hubs recessed 3 inches below 
the rim. The striking 
styling change lies in the more 
integrated grills replacing last 
year’s latticework pattern on the 
24 light-duty models. 

Featured model of the light- 
weights is the half-ton Cameo 
Carrier (illustrated above ) pick- 
up. Color choices on this model 


most 


have been incre ased to nine @€x- 
terior two-tone combinations 
and four color-keyed interiors 





YOUR REQUEST 


for further information 
will get quickest and most 
complete attention as a 
worthwhile inquiry when 
it’s written on your letter- 


head. Be sure to mention 
STARCHROOM LAUNDRY 


JOURNAL. 











Haertel Issues Planning Kit 

\ Storage Vault Planning kit 
has been prepared by the Wal 
ter Haertel Company for thoss 
seeking detailed information on 
equipping gar 


building and 


ment storage vaults. The Plan- 
ning kit 
on alternate 
tion, how to insulate and insur- 
Particularly helpful 
six suggested 


contains information 
types of construc- 


ance costs 
are drawings of 
layouts. Box handling 
and promotion as well as proce- 
dures for record keeping are in 
cluded 

For a free planning kit write 
to the Walter Haertel Com 
pany, 2840 Fourth Ave. S$ 


Minneapolis, Minn 


storage 


Caustic Soda Handling 


A Caustic Soda Handling 
Chart has been prepared by the 
Westvaco Chlor-Alkali Division 
This chart is about 20 by 16 
inches in size, with bound ends 
and is made for wall hanging 
three colors, it in- 
how to 


Printed in 
cludes information on 
use caustic soda safely, personal 
protective equipment and first 
aid treatment 

The firm 
ot the charts free 
one sending a letterhead re- 
quest to Westvaco Chlor-Alkali 
Division, Food Machinery and 
Chemical Corporation, 161 E 
42nd St., New York 17, N. Y 


will send one Or 


more to any 


Cochrane Softeners 


A bulletin on the versatility 
of Cochrane Hot Lime-Zeolite 
softeners has been released by 
Cochrane Corporation. The 
brochure deals with method of 
operation, expected results 
chemical savings and simplicits 
of operation 

To obtain a copy write to 
Cochrane Corporation, 17th St 
below Allegheny Ave., Phila- 
Pa., and specify 


1801-A 


delphia 32, 
Publication 
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Indiana Drycleaning and Laundry Institute 
Severin Hotel 
Indianapolis, Indiana 
November 30-—December 2, 1956 
\ississippi Laundry & Cleaners Association 
Robert E. Lee Hotel 
Jackson, Mississippi 


December 1-2. 1956 


\linnesota Institute of Laundering and Cleaning 
Nicollet Hotel 


\inneapolis, Minnesota 
January 19-20, 1957 
National Institute of Rug Cleaning 
Roosevelt Hotel 
New Orleans, Louisiana 
January 19-22, 1957 


Canadian Research Institute of Launderers and 
( ‘leaners 
Chateau Laurier Hotel 
Ottawa, Ontario, Canada 
January 21-22, 1957 


Association of Launderers & Cleaners 
Fort Sumter Hotel 

Charleston, South Carolina 

January 22-23, 1957 


South Carolina 


Louisiana Laundry & Cleaners Association 
Shreveport, Louisiana 


January 25-27, 1957 


New Jersey Laundry & Cleaning Institute 
Essex House 
Newark, New Jersey 


January 26, 1957 


National Institute of Drycleaning 
Atlantic City, New Jersey 
March 7-10, 1957 


ObEt ° 


Peter Bertear, 73, former laundry operator of Cleveland, 
Ohio, died recently in Miami, Florida. Surviving are his wife, a 
son and two daughters. 


Frank E. Davis, 57, owner of North Side Laundry Company, 
Pittsburgh, Pennsylvania, died recently, Mr, Davis was a member 
of Bellevue Lodge No. 530, F&AM, St. Clair Royal Arch, Chap- 
ter 305, Pennsylvania Consistory, Pittsburgh Commandery No. | 
K.T., Syria Temple, and was treasurer of the Pittsburgh Owners 
Mutua) Liability Insurance Association, Surviving are his wife, 
a son and three grandchildren. 


Tsunekichi Fukui, 80, retired laundryowner of Carson, 
Nevada, died recently. He is survived by his wife, a son and 
daughter. 


Continued on page 90 
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TEAR OUT THIS AD AND” ~~ ~~~ 


ATTACH TO YOUR LETTERHEAD 


Want to Wash 
Delicate Fabrics 
Efficiently Vet Gently ? 


Lever has designed a completely built synthetic 





to give whiter, brighter laundering in hard or 

soft waters. It is compounded with mild builders 

and one of the most efficient and stable whiten- 
ing agents known: 


FORMULA 880 — 
spray-dried, free-flowing 
white granules. 

This synthetic deter- 
gent is especially suit- 
able for delicate fabrics 
and colors at mild tem- 
peratures. It is also 
compounded for heavy 
duty washing. 





For complete information, mail ad to: 


LEVER BROTHERS COMPANY 
390 Park Avenue, New York 22, N. Y. 
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THERMO-SEAL 
MACHINE FOR LAUNDRIES 
@ EASY TO USE @ QUICK SEAL @ 
ACTUAL SIZE 
LARGEST SEAL-TAG 
Precision placement of tags. Tags seal 
flat even over seams. Easy regulation 
Streamline your identification with 
Thermo-Seal efficiency . . . wire or 
TEXTILE MARKING MACHINE CO., INC. 
2204 ERIE BOULEVARD, EAST 


TEMPORARY IDENTIFICATION 

120A] =] THERMO-SEAL TAG 
@ 

| 12A1 59 BUNDLE NUMBER 

for proper sealing pressure and timing. 

write for full information. 

SYRACUSE 1 NEW YORK 





BULLDOG LINE 


Metal Press Pads 


@ FLAN-L-TEX 
METAL PRESS PADS 
® ASBESTEX COVERS 
® BULLDOG NYLON PRESS COVERS 
® MET-L-FLAN TOP PADS 
ASK YOUR JOBBER OR WRITE DIRECT 


XK. 5S. SMITH we 


RED 
NEW 


BANK 
JERSEY 








FOR QUICK-SERVICE PLANTS The SIMCO 


Key-Tag’s Model A-15 "Midget" Static 


Elimi 

FLAG CHECKING psec 
end all static 

Bm. SYSTEM ioe ane 
: Se ironers —safely, 


way e faster hondling inexpensively! 


3 Eck! @ no “human error” 
cH @ use “green” labor a 
1 BY COLOR FLEXIBLE—FITS YOUR PRESENT SYSTEM » by] } Mi C i) > 
7 — WRITE TODAY FOR FREE FOLDER the company 
3 ICAL 


Pate KEY-TAG CHECKING SYSTEM CO. 920 Walnut Street, Lansdale, Pa. 


6505 HOUGH AVE., CLEVELAND 3, OHIO 









Write for facts. 
























Continued from page S9 
STATEMENT REQUIRED BY PHI Mk (OR Joseph Herbert, 59, owner of an automati tundry in I 
AUGUST 24, 1912, AS AMENDED BY THE ACTS Angeles, California, died recently. Mr. Herbert survived by 
OF MARCH 3. 19383. AND JULY 2. 1946 (Title 39 his wife, a son and two brothers 
Lnited States Code, Section 233 
SHOWING THE OWNERSHIP, MANAGEMENT, AND Herbert L. Jennings, 72. president of Suburban Laundry and 
CIRCULATION OF Starchroom Laundry Journal, published Dry Cle aning Inc of Philad Iphia, died recentls Mir Je nnings 
monthly at Lancaster, Pa., for October 1. 1956. 
: ae, de ) was a past president of the Philadelphia Laundry Owners Ex 
\ 3 change, a Mason and a member of Kiwanis Club and Shuffle 
board Club of Ocean City, New Jersey, Surviving are his wife 
; 9 ind three daughters 
i The H. D ( I { 
St., Ne York 17, N. ¥ 
I Ne Y. Mar 5: Ed rd B. Winterstee 305 I t 45 St E. E. Klingman, ar. 59, owner and operator of Laundromat 
i nano a er. 305 East 45th St.. New York 17. N. } Half-Hour Laundry, Lake Charles, Louisiana, died recentls 
Managing | M Galina ‘I 5 E, 45th St., N ) Survivors include his wife, two sons and a daughter 
7 N.Y 
: Bruce Mace, 43, West Coast regional manager of The Keever 
, ; Starch Company, Columbus, Ohio, died of a heart attack in 
li Portland, Oregon, on October 15. Mr Mace was a native of 
Indiana, but was especially well known in the trade throughout 
ee ee ae iii sine ie. “ica Se the Western states He is survived by his wife and two youn 
a ee sons in Palo Alto, California, where he resided 
N I ( ( r J I t ij \ 
R n H. D ‘ ens j 
1 See potkery es ngt aS seal David B. Mazzur, 61, former part owner of Highland Laun 
l D ( ? | ‘ig dry Peekskill New York died on September 17 Mii Mazzur 
: eer ea - gail was associated with Champion Laundry in New York City and 
ae Hiome Style Laundry in Montclair, New Jers« Surviving are hi 
. : ife, a son and daughter 
( E ( 
P| G ( Arthur H. Parsons, founder of Parsons Laundry, Salem 
. | Massachusetts, died recently. Mr. Parsons was a past president 
of the Massachusetts Laundrvowners Association and the Sale 
Kiw inis (¢ lub He Was i mnie mber ot Sale eS hamber oe 
nerce, Salem Country Club, Mt. Carmel Lodge, F&AM, I 
| 9 Sutton Lodge of Perfection, Jubilee Council, Princes of Jerusale1 
ind Emmanuel Chapter Rose Croix. Surviving are his wife, two 
sons and a daughter 
C. Raymond Rupp, 76. retired operator of Gettysbur 
Pennsylvania) Steam Laundry, died recently. Mr. Rupp was a 
Mason. a member of Gettysburg Commandery No. 79, Zemb« 
Shrine, Harrisburg Consistory, and a life member of Gettysbur 
Lodge of Elks. Survivors include two daughters and a son 
E. B. WINTERSTEEN 
Stenntine of) Fok Pat eae Elmer Ray Stemple, 48, owner of Longmere Laundromat 
i pe aoe t 18 f Sept Kent, Ohio, died recently. Mr. Stemple was a member of Stow 
ve Lions Club. Boosters Club and Monroe Lodge F&AM 28. Mon 
WALTER H. FREDERICKS roe, Michigan. He is survived by his wife, a daughter and three 
Notary P State of New ¥ 
se a laine sons 
ray ed in Queens Count 
M mmission expires March 30, 1958) Charles H. Wood, founder and past president of Wood 
Mt ), 1958 Laundry, Inc., Milwaukee, Wis., died recently. Mr. Wood started 
the laundry firm in 1913 and retired in 1943. He is survived by 
his wife. 
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CLASSIFIED DEPARTMENT 





10¢ o word for the first insertion and 8¢ a word for each subsequent, consecutive insertion of the same ad. Advertisements set in capitals 


er bold face type 


insertion of same ad. Minimum charge $1.00 


15¢ a word, first insertion, 10¢ a word for subsequent, consecutive 
Help Wanted and Situations Wanted ads 5¢ a word for fiirst insertion, 4¢ a word for each subsequent 
(new or repeat). 


(new or repeat) 


$2.00 
consecutive 


insertions. Minimum charge 


Capitals or bold face type—double these rates 


Ads including fu)) payment mus} be in our hands by the first of the month. Paymen? should 
accompany all orders. Add cost of 5 words if answers are to come to a box number to be 


forwarded by us. Rates are net: not commissionable. 


Mail your box number replies to STARCHROOM LAUNDRY JOURNAL, 305 East 45th St., New York 17, N. Y. 








MACHINERY FOR SALE 





TROY and AMERICAN LATE-TYPE 6-ROLL 120” STREAMLINED FLAT- 
WORK IRONERS. READY FOR IMMEDIATE DELIVERY. CUMMINGS. 


LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 
6618-4 


WOOD WASHERS REBUILT WITH ALL NEW WOODWORK AND 
EQUAL TO NEW IN EVERY RESPECT. 30 x 30”, 36 x 54”, 42 x 72” and 
44 x 84”. Ready for immediate delivery. CUMMINGS-LANDAU Laundry 
Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6661-4 


30 x 120” and 36 x 120” WILLEY ROYAL CALENDER FLATWORK IRON- 
ERS. Quality production machines. Very reasonably priced. CUMMINGS- 


LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 
6767-4 


8-ROLL 120’ AMERICAN and TROY IRONERS, REBUILT IN NEW MA- 
CHINE CONDITION. CUMMINGS-LANDAU Laundry Machinery Co., 313 
Ten Eyck Street, Brooklyn 6, N. Y. 6799-4 


AMERICAN 4-ROLL 100” and 120” STANDARD FLATWORK IRONERS, 
COMPLETE WITH VARIABLE-SPEED MOTORS. NEW MACHINE GUAR- 


ANTEE. CUMMINGS-LANDAU Laundry Machinery Co., Brooklyn 6, N. Y. 
9318-4 


48 x 126” AMERICAN MAMMOTH CASCADE WASHERS WITH NEW 
ELECTRICAL EQUIPMENT AND NEW 3-, 6- or 9-COMPARTMENT 
STAINLESS-STEEL CYLINDERS. CUMMINGS-LANDAU Laundry Machin- 
ery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 9368-4 


15 POUND AMERICAN AND HOFFMAN MONEL METAL OPEN END 
WASHERS, MOTOR DRIVEN. 36” x30” HUEBSCH AND AMERICAN 
OPEN END TUMBLERS. GAS AND STEAM HEATED, CUMMINGS-LAN- 


DAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 
597-4 


40’ AMERICAN OPEN TOP EXTRACTORS WITH AUTOMATIC BRAKE 
RELEASE. 40’ HOFFMAN EXTRACTOR WITH EXPLOSION PROOF MO- 
TOR. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., 
Brooklyn 6, N. Y. 598-4 


MONEL METAL WASHERS, AMERICAN CASCADE, 1 COMPARTMENT, 
1 DOOR, MOTOR-DRIVEN, 30 x 48”, 30x30”, 24x36”, 24x 24’, RE- 
BUILT LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 305 
Ten Eyck St., Brooklyn 6, N. Y. 693-4 


60” AMERICAN ZEPHYR, HOFFMAN AMICO AND TOLHURST CENTER 
SLUNG OPEN TOP EXTRACTORS WITH COPPER AND STAINLESS STEEL 
BASKETS. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y 600-4 


IMPERIAL LAUNDRY MACHINERY CO., i21 Greenpoint Ave., Brooklyn 
22, N. Y. EVergreen 9-6585, has late type Sec-O-Matic synthetic unit 
with solvent saver—Mercury—140F unit—60 lb. automatic stainless perk 
unit—10 lb. Columbia unit. 1165-4 
IMPERIAL LAUNDRY MACHINERY CO., 121 Greenpoint Ave., Brooklyn 
22, N. Y. EV. 9-6585, has available laundry and drycleaning equipment 
from several modern plants, some used only 3 years. Prices reasonable 
and terms extended. Write for our availability list without obligation. 

1166-4 


IMPERIAL Laundry Machinery Co., 121 Greenpoint Ave., Brooklyn, N. Y. 
Ev-9-6585, has large stock of new and rebuilt equipment on floor ready 
for inspection, reasonable prices and terms, one year guarantee. 
Individual machines or complete plants for synthetic and 
petroleum drycleaning furnished. List the machines you have for sale 
1167-4 


laundry, 


with us. 


ASHER ironers 48 x 120, 32 x 120. Rebuilt, big stock, terms. Baehr Laun- 
dry Machine Company, 29 Calumet Street, Newark 5. N. J. 2940-4 


FOR SALE: 1—American 120” flatwork ironer, 2-roll chest-type ribbon 
return feed varidrive motor and tachometer. 1—American 8-roll chest- 
type 100” with automatic folder. 1—American Norwood 42 x 54” stain- 
less-steel, 2-pocket, motor-driven washer. CHICAGO USED & NEW 
LAUNDRY EQUIPMENT CO., 3128 West Lake Street, Chicago 12, Ill. 
NEvada 8-7764. 1342-4 
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AIR-DRIVEN PRESSES: Forse 54” square-buck linen supply press; Forse 
53” tapered garment press; Forse mushroom presses. Very reasonably 
priced. Chicago Used & New Laundry Equipment Co., 3128 West Lake 
St., Chicago 12, Ill. NEvada 8-8849, 891-4 


AMERICAN and TROY 5-Rol] 100” IRONERS, ironing goods on both 
sides in single pass. Can be arranged for return feed. CUMMINGS-LAN- 
DAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y 

6766-4 


TWINRAPID ROTARY PRESS UNIT, consisting of: 51” TAPERED AS 
WELL AS 2 MUSHROOM PRESSES. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1118-4 


CUMMINGS-LANDAU NOW MAKING QUICK DELIVERIES OF NEW 
ALL-WELDED STAINLESS-STEEL CYLINDERS. REPLACE YOUR WORN 
CYLINDERS WITH CUMMINGS-LANDAU STAINLESS-STEEL CYLINDERS 
WITH OUR PINCH- AND FOOL-PROOF DOORS AND ELIMINATE YOUR 
TEARING COMPLAINTS. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9706-4 


Five 42 x 84” AMERICAN MASTER CASCADE DOUBLE END-DRIVEN 
MONEL WASHERS with 2-compartment, 2-door cylinders. IN EXCELLENT 
CONDITION. SOME EQUIPPED WITH NEW MOTORS and CONTROLS. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6910-4 


48 x 120” ASHER FLATWORK IRONER. VERY ECONOMICAL MACHINE 
TO OPERATE. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten 
Eyck Street, Brooklyn 6, N. Y. 4651-4 


HIGH-SPEED EXTRACTORS, AMERICAN 17” MONEX 15” and 17” 
BOCK 20” HOFFMAN WITH MONEL BASKET. CUMMINGS-LANDAU 
Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 6864-4 


SURPLUS EQUIPMENT of FINE LAUNDRY & DRYCLEANING MACHIN- 
ERY from the HAMDEN LAUNDRY AND SEVERAL OTHER PLANTS AND 
INSTITUTIONS. ACT FAST FOR BARGAINS! American 8-roll 120’ FLAT- 
WORK IRONER; American 6-rol] 120” FLATWORK IRONER; 42 x 84” 
American Norwood Cascade MONEL WASHERS, 2 pockets; 42 x 96”, 3 
pockets; 42 x 96”, 8 pockets; 30 x 30” American Cascade MONEL 
WASHERS; 24 x 36” American Cascade MONEL WASHERS; American 
54” NOTRUX EXTRACTOR, 3 sets of MONEL CONTAINERS; American 
48” MONEL OPEN-TOP EXTRACTORS; 30” copper starch EXTRACTOR; 
all direct motor-driven, AC 220 volt, 3 phase, 60 cycle. And a NUMBER 
of OTHER ITEMS too numerous to mention in this issue. WRITE, WIRE 
OR ‘PHONE: Sole liquidator: WILLIAMS LAUNDRY MACHINERY, 37-37 
9th St., Long Island City 1, N. Y., STILLWELL 6-6666. 790-4 


MODEL 75 AMERICAN VACUUM STILL, COMPLETE WITH MOTOR- 
DRIVEN PUMP. 6—NATIONAL HAND AND POWER MARKING MA- 
CHINES. CUMMINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck 
St., Brooklyn 6, N. Y. 984-4 


30” EXTRA DEEP AMERICAN or TROY EXTRACTORS, with NEW 
electrical equipment. EVANS AUTOMATIC SHIRT STARCHING MA- 
CHINE. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten 
Eyck Street, Brooklyn 6, N. Y. 4753-4 


40” TROY and TOLHURST, direct motor-driven and belt-driven ex- 
tractors. CUMMINGS-LANDAU LAUNDRY MACHINERY CO., 313 Ten 
Eyck Street, BROOKLYN 6, N. Y. 4755-4 


AMERICAN 120”, 12-ROLL IRONER, THOROUGHLY REBUILT; IN NEW 
MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. CUM- 
MINGS-LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, 


N; ¥: 647-4 


AMERICAN TILTOR 4-GIRL SHIRT UNIT. THOROUGHLY REBUILT IN 
NEW MACHINE CONDITION. READY FOR IMMEDIATE DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 9014-4 
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MACHINERY FOR SALE (Cont'd) 





9 Huebsch or American Zone-Air open-end tumblers, AC 220 volt, 3 
phase, 60 cycle, practically new. Available, immediate sale. Special price 
$225 each. ADDRESS, Box 792, STARCHROOM LAUNDRY JOURNAL. -4 


48” VIERSEN HIGH-SPEED and 48” TOLHURST, DIRECT MOTOR- 
DRIVEN EXTRACTORS. Ready for immediate delivery. CUMMINGS- 
LANDAU LAUNDRY MACHINERY CO., 313 Ten Eyck Street, Brooklyn 
aH, Y. 4855-4 


24x 120” RETURN-FEED SUPER IRONER, MOTOR-DRIVEN. PRICED 
RIGHT. CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck 
St., Brooklyn 6, N. Y. 9725-4 


GASWAY IRONER, LATEST TYPE GAS HEATED CYLINDER 18 x 100”, 
MOTOR DRIVEN, COMPLETE WITH AUTOMATIC CONTROLS. EXCEL- 
LENT MECHANICAL CONDITION. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 1075-4 


AMERICAN and TROY 26” and 28” EXTRACTORS, BELT or MOTOR 
DRIVEN WITH NEW ELECTRICAL EQUIPMENT. READY FOR PROMPT 
DELIVERY. CUMMINGS-LANDAU Laundry Machinery Co., 318 Ten Eyck 
Street, Brooklyn 6, N. Y. 6868-4 


HUEBSCH 25” COMBINATION HANDKERCHIEF AND NAPKIN IRONERS 
COMPLETE WITH FLUFFER AND TABLE, 4 CISSELL MASTER HOSIERY 
DRYERS, LIKE NEW. CUMMINGS-LANDAU Laundry Machinery Co., 
305 Ten Eyck Street, Brooklyn 6, N. Y. 9943-4 


PROSPERITY POWER CIRCLE AND UNIPRESS LATEST TYPE 4-GIRL 
SHIRT UNIT FOR COMPLETE MACHINE FINISHED SHIRTS. CUMMINGS- 
LANDAU Laundry Machinery Co., 305 Ten Eyck Street, Brooklyn 6, N. Y. 

9952-4 


60 PANTEX-PERK DRYCLEANING UNIT, two years old, excellent con- 
dition. Talley L dry Machinery Co., Greensboro, N. C. 1275-4 





PROSPERITY 38” P. C. WEARING APPAREL PRESSES, a real bargain. 
Talley L dry Machinery Co., Greensboro, N. C. 1276-4 





UNIPRESS TWO-GIRL SHIRT UNIT, rebuilt. Talley Laundry Machinery 
Co., Greensboro, N. C. 1277-4 


30x30 AMERICAN STAINLESS-STEEL WASHERS, excellent condition 
Talley Laundry Machinery Co., Greensboro, N. C. 1278-4 


36 x 30 HUEBSCH GAS-FIRED TUMBLERS, like new. Talley Laundry Ma- 
chinery Co., Greensboro, N. C. 1279-4 


HOFFMAN X MODEL PRESSES, factory rebuilt. Talley Laundry Machin- 
ery Co., Greensboro, N. C. 1280-4 


COMPLETE STOCK OF REBUILT GUARANTEED LAUNDRY AND DRY- 
CLEANING MACHINERY. Talley | dry Machinery Co., G boro, 
N. C. 1281-4 








2-ROLL 100”, 110” and 120” AMERICAN AND CL RETURN-FEED IRON- 
ERS. MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laun- 
dry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 735-4 


PROSPERITY POWER CIRCLE 2 GIRL SHIRT UNIT CONSISTING OF THE 
FOLLOWING PRESSES:—COLLAR AND CUFF, BOSOM, YOKE AND 
TWO LAY SLEEVE PRESS. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 9942-4 


16x100” AMERICAN 41210 RETURN FEED FLATWORK IRONERS, MOTOR 
DRIVEN. PROSPERITY SUPER SPEEDSTER AND AMERICAN SUPER 
ZARMO 51” BODY PRESSES. VERY REASONABLY PRICED. CUMMINGS- 
LANDAU Laundry Machinery Co., 313 Ten Eyck Street, Brooklyn 6, N. Y. 

6914-4 


20” HUEBSCH HANDKERCHIEF IRONERS with fluffers, like new. Talley 
L dry Machinery Co., Greensboro, N. C. 1267-4 





36 x 54 AMERICAN CASCADE WASHER, Mone! metal, 2-pocket, 2-door, 
rebuilt and guaranteed. Talley Laundry Machinery Co., Greensboro, 
N. C. 1268-4 


PROSPERITY TWO-GIRL SHIRT UNITS, rebuilt and guaranteed. Talley 
Laundry Machinery Co., Greensboro, N. C. 1269-4 


42 x 96 AMERICAN WASHER, 4-pocket, 4-door, Monel metal, rebuilt and 
guaranteed. Talley L dry Machinery Co., Greensboro, N. C. 1270-4 





SIX-ROLL AMERICAN 120” IRONER, rebuilt and guaranteed, like new. 
Talley L dry Machinery Co., Greensboro, N. C. 1271-4 





48” AMERICAN OPEN-TOP EXTRACTOR, in excellent condition. Talley 
Laundry Machinery Co., Greensboro, N. C. 1272-4 


PANTEX TWO-GIRL COMPLETE SHIRT UNIT, a dandy buy. Talley Laun- 
dry Machinery Co., Greensboro, N. C. 1273-4 
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motor-driven, 
1265-4 


36x54 BUTLER DRYCLEANING WASHER, streamlined, 
all-metal. Talley Laundry Machinery Co., Greensboro, N. C. 


Troy and American all-wood, one 
Price F.O.B. Chicago $687. Chicago 
3128 W. Lake Street, Chicago 12, 

1306-4 


FOR SALE—Brand-new 36 x 36” 
pocket, direct-motor-driven washer 
Used & New Laundry Equipment Co., 
Illinois 


48’ HOFFMAN AMICO, FLETCHER WHIRLWIND and AMERICAN OPEN- 
TOP MOTOR-DRIVEN EXTRACTORS. READY FOR PROMPT DELIVERY. 
CUMMINGS-LANDAU Laundry Machinery Co., 313 Ten Eyck Street, 
Brooklyn 6, N. Y. 6983-4 


Wood cylinders and shells, replacements; any size, with new brass 
hinges and stainless-steel trim; also new wood washers, ILLINOIS LAUN- 
DRY MACHINERY MFG. CO., INC., 3124 W. Lake St., Chicago 12, Illi- 
nois. Nevada 2-2621. 188-4 


42x54 AMERICAN NORWOOD CASCADE WASHER, Mone! metal, 2- 
pocket, 2-door. Talley Laundry Machinery Co., Greensboro, N.C. 1266-4 


IMPERIAL LAUNDRY MACHINERY COMPANY, 121 Greenpoint Ave., 
Brooklyn, New York, EV-9-6585, has available American Notrux 54” 
extractor with two extra baskets, purchased new 1945, Troy Streamline 8- 
roll ironer, new 1942; American 8-roll ironer; American 6-roll ironer; 
Ellis 54x 120” 9-pocket stainless washer, American Cascade 42 x 84” 
washer; Troy 42x72” washer, American Tiltor shirt unit; Prosperity 
4-girl unit and coat presses; Hoffman 42 x 90” tumbler, Huebsch 36 x 30” 
tumblers; Hoffman and American 48” and 60” extractors for laundries 
or cleaners; Hoffman 140F unit used two months; American 30 x 48” 
petroleum unit with filter, still, etc., brand-new, Prosperity synthetic 
cleaning unit; DDZ 60-pound synthetic unit; Columbia synthetic unit. 

1164-4 


FOR SALE—!1 used American 8-roll 120” flatwork ironer with motor and 
control, standard machine. 1 used American 6-roll 120” flatwork ironer. 
50” American and Troy Notrux extractors. 42 x 54” and up, metal motor- 


driven washers. Chicago Used & New Laundry Equipment Co., 3128 W. 
Lake Street, Chicago 12, Illinois. 1307-4 
METAL WASHERS: 1 American Cascade 44 x 120”, 4-pocket, Monel, 
PRACTICALLY NEW. 4 Hoffman 42 x 96”, 3-pecket, Monel, recondi 
tioned. 2 Hoffman 36 x 54”, 2-pocket, Monel. All 220/440 volt. Bargain 


prices. GARDNER MACHINERY CORPORATION, Box 10001, Charlotte, 
N. C. 1321-4 


FLATWORK IRONERS: 1 American Standard Streamline 6-roll, 110” 
variable-speed drive. Excellent condition. 1 Watts Super 36 x 120”, hori- 
zontal, 2-cylinder, variable control. 1 Zephyr 24 x 100” cylinder, 2-girl 
ironer. GARDNER MACHINERY CORP., Box 10001, Charlotte, N. C. 1322-4 


EXTRACTORS: 48” and 60” open-top, motor-driven, American, Hoffman, 
Troy, Ellis Drier, Zephyr, and Tolhurst Super-X, stainless-steel basket 
GARDNER MACHINERY CORP., Box 10001, Charlotte, N. C. 1323-4 


2 American 16” x 110” late model steam-heated flatwork ironers, 2-girl 
return type, never used. GARDNER MACHINERY CORP., Box 10001, 
Charlotte, N. C. 1324-4 


One Prosperity 40” extractor—perfect condition. Two large stainless-steel 


truck tubs and one Huebsch hankie ironer. Whisler’s Laundry, 531 
Broadway, Hanover, Pa. 1325-4 
42 x 84” Troy and Smith-Drum Monel washers, 2-pockets, 2-doors. Ma 


chines running in a local hospital, can be inspected. SPECIAL PRICE 
$1,995 each. Washers motor-driven, guaranteed in good running con 
dition. Excellent buy. WILLIAMS LAUNDRY MACHINERY CO., INC., 
37-37 9th Street, Long Island City 1, N. Y. STillwell 6-6666 872-4 


2—Century squirrel-cage, constant-torque 4-speed motors. Model SCM 
324-JC3-601. 220 volt, 3 phase, 60 cycle. 550-880-1165-1750 RPM. 1.7-2.5 
3.33-5 HP. List Price $671. 2—Cutler-Hammer size 1 cam-operated drum 
Model 9402H302A1, non-reversing, 4-speed. List price $90 
2—Cutler-Hammer size 1 reset Model 9586H1685A. List $44 
Brand-new, original crates. Best offer takes. Washington Laundry and 
Drycleaners, 700 Washington St., 1368-4 


controllers, 
starters, 


Evanston, Illinois. 


TWO COOK TWIN WASHETTES 25-pound, fully automatic; Bock 20 
extractor; Cissell 35-pound drier; Natco boiler. Priced for quick sale 
Phone MO 9-4143, New York City. 1362-4 


Watts 30 x 120” double-cylinder flatwork ironer. Reasonable. Can be 
seen in operation. Colony 9-4444. White Way Laundry, 271 Hall Avenue, 
Wallingford, Conn. 1359-4 


20 x 20” AMERICAN END-LOADING WASHER WITH WRINGER. Mone! 
metal tub and cylinder, fabricated steel frame, motor drive, 115-230V-60 
1 AC. Load capacity 15 lbs. dry wt. Yours at over $200 saving. The 
American Laundry Machinery Co., Cincinnati 12, Ohio 1354-4 
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MACHINERY FOR SALE (Cont'd) 


MACHINERY WANTED 





24 x 36’ CASCADE WASHER WITH WRINGER. Mone! metal tub and 
one-pocket cylinder; 35 lbs. dry wt. capacity. Motor-driven, 220-60-3 AC 
Completely factory-rebuilt and priced to go fast. The American Laundry 
Machinery Co., Cincinnati 12, Ohio. 1355-4 


30” AMERICAN SOLID-CURB EXTRACTOR. 
Monel metal basket side sneet; automatic safety cover, vertical V-belt 
motor drive, 220-60-3 AC 
Ohio 


Special deep size with 
The American Laundry Machinery Co., Cin 


cinnafti 12, 1356-4 


AMERICAN TRUMATIC AUTOMATIC FLATWORK FOLDER. Two-lane 
for 120” ironer; direct-driven from delivery side of ironer. Enables only 
one receiving operator to handle entire output of ironer on large pieces, 


Laundry Ma 
1357-4 


production. The American 


12, Ohio 


and geatly increases 


Cincinnati 


lroner 


chinery Co., 


100” AMERICAN RETURN-APRON FLATWORK IRONER. A 
cylinder-type 
feed, 
American Laundry Machinery Co., 


splendid 


ironer, factory-overhauled and excellent condition. Has 


current. The 
1358-4 


standard 


Ohio. 


drive, any 
Cincinnati 12, 


ribbon automatic stop; motor 


1—vacuum stil! model 
5433 
HP. explosion-proof 
Gross, 36 x 54 
models. American 


Ohio. Phone GR 


Butler, model 200-C 
American, approximately 48 
motor, 220/440 volt Butler- 
4—tumblers, Huebsch-Perry-Butler, 36 x 30 drycleaning 
Sales 1562 Harrison Ave., 
1-6611 


Butler, 
with 7'/2 


2—pressure filters, 
1—extractor, diameter, 
3-phase. 3—washers, 
Cincinnati 14, 

1360-4 


Company, 


Due to 
available for prompt delivery at Standard Lines Service and Sunshine 
Arcade Laundry, Washington, D. C.—3-42 x 84” TROY STAINLESS- 
STEEL 4-compartment, 4-door SLIDE-OUT washers; 4-42 x 96” 4-compart 
ment, 4-door, and 1-42 x 96” 3-compartment, 3-door AMERICAN CAS- 
CADE WASHERS, machines motor-driven, 220 volt, 3 phase, 60 cycle 
current; 4-42 x 42” HUEBSCH 4-coil TUMBLERS; 4-154 PC PROSPERITY 
DUCK COAT presses; 3-Prosperity PO MUSHROOM PRESSES; 2-Pros 
perity 454 PC BODY PRESSES; 1-RELIABLE 7’ FUR FUMIGATING CABI- 
NET; 1-30” American extractor, motor-driven; 5-NATIONAL FANTOM- 
FAST MARKING 2-LANG LISTING MACHINES; 
rotary Machines in operation, an inspection recom 
mended to appreciate value. CUMMINGS-LANDAU Laundry Machinery 
Co., 305 Ten Eyck Street, Brooklyn 6, N. Y. 1330-4 


merger and consolidation of operations, following machines are 


machines; 3-—carpet 


cleaning brushes 


Eight late model 42” Butler drycleaning presses; 2 Butler toppers; like 
GARDNER 
1370-4 


Very special prices 


N. C. 


new Hoffman X pants legger 
Box 10001, Charlotte, 


new. | 


MACHINERY CORP., 





FIGHT TB ALL YEAR ‘ROUND 


battle against everybody’s 
And help in the care and 


Help win the 
enemy—tuberculosis. 
cure of its victims. 

Buy Christmas 
holiday cards and packages 


and use Seals on all your 


-: ere ene — 


buy and use 


CHRISTMAS SEATS 


fight tuberculosis 
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SCHRAMM DOUBLE BRUSHER WANTED, 220 volt, 3 phase, 60 cycle 
The Amy Company, 10321 Jasper Ave., Cleveland 11, Ohi 1145-3 


WANTED: MONEL OR STAINLESS-STEEL CYLINDERS OR COMPLETE 
WASHERS; ANY SIZE, ANY CONDITION. WILL PAY TOP PRICES. 
WRITE, WIRE OR CALL—ALL PURPOSE PLASTICS, INC., 650 39th AVE. 
N.E., MEMPHIS 21, TENN. PHONE SUNSET 8-3866. 1319 


WANTED: 60” or 72” 
3320 W. Lake St 


shakeout tumbler, hot 
Chicago, Ill 


Purkett tumbler, 
Little 


George N. Vander May 
Phone Little Falls 4-04 


used, 


Falls, 


large size 


Laundry, New Jersey 








POWER PLANT EQUIPMENT FOR SALE 
BOILERS FOR SALE: 1—Cleaver Brooks 


new tubes; 1—New Steammaster 40 H.P. water tube oil-fired; 1—Used 
100 H.P. Cleaver Brooks 125 W. P. oil-fired #3 oil. Priced very reason- 
ably. Chicago Used & New Laundry Equipment Co., 3128 W. Lake St., 
Chicago, Ill 711-36 





125 H.P. oil fired #5 oil wif 


BOILERS—HIGH PRESSURE: We carry a large selection of ASME Na 


tional Board high pressure boilers—gas, oil, coal fired—ranging from 
10 to 1,000 hp.; each guaranteed to excellent condition; sales sheet and 


complete data sent upon request. WABASH POWER EQUIPMENT COM- 
PANY, 31 E. Congress, Chicago, Illinois. 1245-36 








SUEDE AND LEATHER SERVICE 


leather and 





Wholesale suede 
dreds of satisfied customers in 
exclusive DAVOTEX process. You will 
Cc. ©. D. CLEANING & DYEING CO., 


Iowa 


Hun- 
account. Try our 


cleaning, redyeing, refinishing 
Open 


become a 
1430 


every state 


reguiar customer, 
Harrison St., Davenport, 


654-13 








BUSINESS SERVICE 
DIRECT MAIL ADVERTISING for cleaners-launderers that gets new busi- 


ness at low cost. Write for free samples. Reba Martin Advertising, 4201 
N. W. 2nd Ave., Miami 37, Fla 607-10 











HELP WANTED 


FOREMAN. One of the largest and most progressive drycleaning chains 


in the New York metropolitan area, with well over 100 stores 





, is seeking 
a foreman for its spotting department. This job can be a stepping stone 
to unlimited advancement, as our company has a firm policy 
ing from its own ranks. If you are between 21 and 3 


have completed high school or its equivalent, and would | 
come permanently connected with this rapidly growing company, write 
and tell us about yourself. Box 58, Whitestone, Long Island, N. Y. 1366-7 


One-fl 


increase 


Production superintendent for laundry and drycleaning plant 
$4,000 and $5,000, 
Must be produce quality work at a rea 


Duties will include hiring personnel, controlling and main 


plant, between 
least $1,000 weekly 


sonable cost 


running anxious to 


able t 


taining discipline, and getting work out promptly so that it is 
at the 
would prefer laundry 


delivered 


proper time. If not thoroughly experienced in both branches 
Applicant please state age, experience, and write 
a few lines about yourself 


ADDRESS, Box 


Will request references at a future interview 


1361, STARCHROOM LAUNDRY JOURNAL. 7 


Man to take charge of production of finishing department of medium 
sized laundry situated in Midwest. ADDRESS, Box 1353, STARCHROOM 
LAUNDRY JOURNAL. 7 


pening for experienced laun 


(NDUSTRIAL LAUNDRY in Midwest has 
dry man as day shift supervisor. This is a real opportunity to bec 


production manager in a large installation. The pay is good, the c 


ADDRESS, Box 137 


litions right. Your reply will be held confidential 


STARCHROOM LAUNDRY JOURNAL. 
PROGRESSIVE MANAGER for laundry and drycleaning plant, 


central New York. Outstanding opportunity and good salary and possi 
bility of purchasing half interest for man who can qualify. Old-estab 
lished plant doing profitable business in fast-growing community 


ADDRESS, Box 1371, STARCHROOM LAUNDRY JOURNAL. 7 


modern 


ROUTE MANAGER: INDUSTRIAL LAUNDRY. SERVICING WORK 
CLOTHES, SHOP APRONS. LOCATION CONNECTICUT. NO LAUNDRY 
EXPERIENCE NECESSARY. MUST BE DEPENDABLE, TAKE OVER ROUTES, 
CHECK INVENTORIES, CHECK DAILY CASH AND CHARGES. SALARY 
$5,000, EMPLOYEE FAMILY BENEFITS. REPLIES CONFIDENTIAL. AD- 
DRESS, Box 1312, STARCHROOM LAUNDRY JOURNAL. 7 
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HELP WANTED (Cont'd) 


CARDING WIRE 





mechanized voiume rug cleaning plant in Middle West, 


repairing. ADDRESS, Box 


Foreman for 
experienced in all departments including 


1297, STARCHROOM LAUNDRY JOURNAL. 


Wanted: Manager-superintendent for laundry-cleaning plant in wester: 
North Carolina; thoroughly familiar in all phases of business. Good 
salary, prefer young man about 35. ADDRESS, Box 1320, STARCHROOM 
LAUNDRY JOURNAL. 7 


ASSISTANT SUPERINTENDENT—Large family laundry located in In 
dianapolis, Indiana, has opening for qualified man to assume production 
responsibilities. Position offers excellent opportunity and good starting 
salary. Applicant must be experienced supervisor or A.I.L. graduate 
Write all qualifications including salary to—Excelsior Laundry Company 
840 North New Jersey Street, Indianapolis, Indiana 1314-7 


Experienced man to head route sales department. Give full background 
Johnson Launderers and Cleaners, Albert Lea, 
1346-7 


and salary requirements 


Minn 


Must be capable of training help 
State educa 


Working foreman, new modern plant 
and maintaining high standard of quality and production 
tion, experience, age, marital status and salary expected. 11 routes 


Midwest. ADDRESS, Box 1331, STARCHROOM LAUNDRY JOURNAL. -7 


Route Sales Manager—conduct sales meetings, establish solicitation pro 
11 routes, Midwest. State education, experi 
and salary expected. ADDRESS, Box 1348, 


7 


gram, train new men, etc 
ence, age, marital status, 


STARCHROOM LAUNDRY JOURNAL. 
PROGRESSIVE MANAGER, for New England's most modern plant, who 


has proven ability in laundry, cleaning and sales. Salary commensurate 
with your ability, $8,000 up. J. A. Baggott, Country Club, Inc., Warren, 
Rhode Island. 1332-7 








SITUATIONS WANTED 


Laundry executive with twenty-five years experience desires position 
with reliable concern. Available now. Address, J. Paul Upson, 2830 
Sherbrooke Road, Toledo 6, Ohio. Phone LAwndale 7706 1352-5 





Laundry manager, fully experienced in all phases commercial, family or 
linen supply. Prefer metropolitan New York. Well recommended. AD- 
DRESS, Box 1372, STARCHROOM LAUNDRY JOURNAL. 5 








SALESMEN-DISTRIBUTORS WANTED 


Salesmen wanted for New York's leading household drycleaning com- 
pany specializing in drapery cleaning, rug cleaning, carpet shampooing 
on premises, and flameproofing. Quality House Furniture Cleaners, Inc., 
312 E. 102nd St., New York 29, N. Y. 1016-14 





Sell laundry and drycleaning machinery and supplies on commission 
basis—guaranteed salary and expenses. Liberal commissions. Live in 
Charlotte, N. C. Applicants must have background in laundries and 
cleaning plants. Write giving last 15 years resume. Replies will be con- 
fidential. ADDRESS, Box 1345, STARCHROOM LAUNDRY JOURNAL, -14 








PROFESSIONAL NOTICES 


CARRUTHERS’ BULLETIN—the statistical Bulletin for the laundry and 
cleaning industries—weekly sales reports—monthly cost trends and 
articles of timely interest. 64 Bulletins—$15 annually—check in advance 
1 yr. $13.50, 2 yrs. $25. John Carruthers & Co., Inc., 909 Little Building, 
Boston—a statistical organization affiliated with John Carruthers & Com- 
pany, Accountants and Management Consultants, Boston, Hartford and 
Washington. 201-27 











MERCHANDISE FOR SALE 


MANUFACTURER SELLING OUT SURPLUS 24 x 35 NYLON LAUNDRY 
NETS, $13.50 PER DOZEN, FINEST QUALITY, SUPPLY LIMITED. L. S. 
SUPPLY COMPANY, 168 TRENTON AVENUE, WHITE PLAINS, NEW 
YORK. 1350-45 











REPAIRS — PARTS — SERVICE 
REPAIR PARTS FOR ASHER IRONERS; GEARS ALL SIZES. Expert service 


men. Full line of Asher ironers rebuilt by men who know how. 
BAEHR LAUNDRY MACHINE CO., 29 Calumet Street, Newark 5, N. J. 
1228-37 
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G. W. ROBINSON 
3240-38 


CARDING WIRE: For curtain and blanket stretchers 
CO., 36 Pleasant Street, Watertown, Mass. 








LAUNDRIES and CLEANING PLANTS FOR SALE 


Central Florida—Complete laundry, drycleaning and rug shampooing 
plant, over $40,000 gross business. Price $39,500 with real estate. AD- 
DRESS, Box 1149, STARCHROOM LAUNDRY JOURNAL. -2 





Complete small laundry in center of fast-growing Virginia town for sale 
Wish to retire. Room for expansion and drycleaning. ADDRESS, Box 
1201, STARCHROOM LAUNDRY JOURNAL. 2 


South Dakota—city of building, equipment 
and goodwill. One owner, established since 1903. Volume 


$70,000. Price $58,000, one-third down. ADDRESS, Box 1369, STARCH- 
ROOM LAUNDRY JOURNAL. 2 


Southeastern 14,000—land, 


business 


storage vault 


FOR SALE: Modern laundry and drycleaning plant, also 
in fast-growing Mississippi town. Cover large territory, minimum com 
1955 volume over $150,000 


Trucks, land, buildings and equipment at less than replacement 


petition Established 27 years, two owners 
Easily 
recover investment in 10 years or less. Discuss reasons for selling with 


interested buyer. ADDRESS, Box 1365, STARCHROOM LAUNDRY 
JOURNAL. 2 


FOR SALE: Laundry and drycleaning plant. Ten years of operation, well 
established in popular east Texas city of over 5,000. Grossed $114,000 
last year. Includes building and lot or will sell separate and lease real 
estate. Write for information. ADDRESS, Box 1364, STARCHROOM 
LAUNDRY JOURNAL. 2 


MODERN LAUNDRY AND DRYCLEANING PLANT 
of Southern California. Annual gross $320,0( 
crease over last year. Profits above average. Health and desire to retire 
reason for selling. Will sell all or lease buildings. Terms. $85,000 down 
ADDRESS, Box 1363, STARCHROOM LAUNDRY JOURNAL. 

2 


fastest-growing 


section shows 40 in 


will handle 





The Mark 
Record Sheet 


is a great check against inaccurate marking. Re- 
cords the marks used in all bundles; permits 
location of lot for all marks 

Prevents duplication of marks; 

Avoids mixup of garments; 

Aids and simplifies sorting; 

Used in any marking system; 


Precludes thievery. 


Used for years by hundreds of laundries 


SAMPLES FREE 


(All shipments C.O.D. unless check 
accompanies order) 
Price, por Chewemnd 2. wis cccce eee s HFS 
5,000 or more, per thousand ........ $6.50 


Starchroom Laundry Journal 
305 East 45th Street, New York 17, N. Y. 
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Ajax Pressing Machine Co. 


American Laundry Machinery Co., 


The 


Armour & Co., Soap Div. 


Beach Soap Co. 
Bishop David Freeman Co. 
Bock Laundry Machine Co. 


Braun Inc., G. A, 
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Challenge Manufacturing Co. 
Chevrolet Div. of General Motors 
Chicago Dryer Co. 


Cissell Manufacturing Co., Inc. 
WwW. M. 
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Cock Machinery Co., Inc. ; 56 


Cowles Chemical Co. ...... Fourth Cover 


Cummings-Landav Laundry 


Machinery Co., Inc. 


Dow Chemical Co., The 


Eastern Cyclone Conveyor Systems, 


Elgin Softener Corp. 
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Gibraltar Fabrics, Inc. 
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Hoffman Machinery Corp., U. S. 47 
Huebsch Manufacturing Co. 27 
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Keever Starch Co., The 49 
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Knitted Padding Co. ; 45 


Leffel & Co., The James , . 80 


Lever Brothers Co. 84, 86, 89 
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Mount Vernon Mills, Inc. 
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Olin Mathieson Chemical Corp... .42—43 
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Pinnacle Products Corp. 
Pocock, M. A. 


Procter & Gamble 


Simco Co., The 

Smith, inc., X. S. 

Southern Mills, Inc. 

Stadham Co., Inc. 
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Super Laundry Machinery Co. 


Swift & Co. 


Textile Marking Machine Co., Inc. 
Tingue, Brown & Co. 
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Uni-Mac Co. 


Union Carbide and Carbon Corp., 
Dynel Div. 


U. S. Hoffman Machinery Corp. 
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Wilson Chemical Co., A. L. 


Wyandotte Chemicals Corp. 
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Iceland, Anyone? 


To the Editor 

This headquarters is attempting to 
recruit a qualified laundry and dry 
cleaning plant manager for our instal 
lation at Iceland. 

We are writing to you for whatever 
assistance vour organization may be 
able to provide in the way of publi 
cizing Our vacancy in your JOURNAL. 
As indicated above, the position is 
that of laundry and drycleaning plant 
GS-10, $5,915 per annum 
plus 15 percent differential and sepa- 
ration allowance if eligible. The posi- 
tion is located in the Base Laundry 
and Drycleaning Plant, Keflavik Air- 
port, Iceland, the function of which is 
to provide laundry and drycleaning 
service for military and civilian per- 
sonnel stationed at Keflavik Airport. 
Incumbent of this position will be as- 
signed as Laundry Officer in complete 


manager 


charge of all operations. 

Qualified individuals who are in- 
terested in this position may be ad- 
vised to contact this headquarters, 
Attn: Civilian Personnel Division, for 
further information relative to this po 
sition and employment in Iceland. 

A. E. STONE 

Chief, Civilian Personnel Division 
Military Air Transport Service 
United States Air Force 
Washington 25, D.C. 


More ‘‘Grass Roots’’ 
Groups Urged 
To the Editor 

From personal contact with you, | 
know that vou. along with Russ Rose 
of AIL. also believe that there should 
be more clubs around the country like 
the Metropolitan Young Laundry Ex- 
ecutives. 

Instead of “clubs” I should say dis- 
cussion groups that meet with indi- 
vidual discussion leaders and not just 
“guest” speakers. Each leader to pre- 
sent his thoughts on a topic of im- 

and then 
through an 


portance to ou industry 
moderate the meeting 
open floor discussion. 

I know of several plants that surely 
would have gone under if their young 
executives had not absorbed the con- 
fidence and belief that this industry 
does have a future, The determination 
to “make it go” was only achieved 
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Let’s Hear From You... 


We welcome your inquiries, your 
views about every phase of the laun- 
dry industry, your problems and your 
solutions to problems. Address letters 
to: 
The Editor 
Starchroom Laundry Journal 
305 East 45th Street 
New York 17, N. Y. 











through repeated group contact. It 
was not achieved by a single stirring 
speech or a gimmick or a new method. 

It was not the copying of someone 
else’s method so much as it was the 
new belief that since this industry 
does have a future, there must be de- 
termined mental and physical effort 
expended to achieve results. 

And since success breeds success, 
this group discussion approach has 
produced results. 

It is my belief that all the good that 
AIL, state organization, Betty Best, 
auditors, etc., have promoted has not 
been as effective as it could have 
been because we have constantly tried 
to “tell” and “pressure” each other. 

We haven't discussed and sold each 
other on some basic fundamentals and 


then used the auditor’s knowledge, the 
methods, and the gimmicks and the 


cooperative value of Betty Best type 
promotions to make these fundamen- 
tals produce results. 

What are some of these funda- 
mentals? 


One: We must make a profit. It 
is amazing how black figures help 
to inspire better quality. 


Two: We must realize we have 


a vast untapped market. Every 
house on every street in every town 
is spending not less than $4 a week 
—one way or via a combination of 
ways—to get its laundry and clean- 


ing done. 


Three: We must convince people 
of our ability to help them achieve 
the American way of life. 


Certainly, when we produce an ac- 
ceptable service, we are as important 
as the milkman, the baker or the fuel 
dealer, Ever hear of a woman buying 
a cow to save money? 

How do we sell the fundamentals? 

Over the vears “telling” has not pro- 


duced enough results. We should try 
a better method. I suggest that “grass 
roots” meetings will prove to be a 
more effective way, Let us try sitting 
and talking together enough times so 
that we “sell” ourselves 

Customers who “come” to us stay 
longer and are less trouble than the 
ones we high-pressure into “trying’ 
us. 

What would happen it vou were 
to prove that the potential of our mar- 
ket is so large as to be almost bevond 
comprehension? 


What would happen if 


point out that as our economy im- 


Vou could 


proves with a resultant increase in 
leisure and discretionary spending ow 
industry is not going to have enough 
plants to process the load? Women 
do not bake bread milk COWS OI chop 
firewood any more, Our industry is 
next in line. 

I am convinced that if vou were to 
state that the large 
have a united belief that this industry 
does have a future and that the right 


plantow ners do 


cooperative efforts will bring that fu- 
ture closer faster, impact of this repe- 
tition will bring results over and above 
your wildest dreams. 

You of course understand that I 
am not offering a fixed procedure for 
you to accept or reject but rather the 
thought of a united approach to soly 
ing the problem of defeatism by pre- 
senting facts. 

It is my belief that what I am _ pro- 
posing will be an effective wav to get 
each individual operator to “self-in- 
flict” himself with the belief that since 
there is a vast market, he can get his 
full share by making a personal effort 
and by joining a cooperative one also. 

Wa. L. Georct 
Plainfield, N. J. 


We have been greatly impressed by 
the enthusiasm of small groups such 
as the annual Young Men’s Confer 
ence on the national level, and the 
MYLE and the California Cost Bureau 
on the local and regional levels, There 
is also a decided trend toward the 
small group conference technique at 
many state conventions, Properly di 
rected, the small group seems to in 
spire confidence and cooperation 
We'd like to see more of them. 

—EDIToR 
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OLD STYLE 
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of Basket Con- 
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4 * 1949 MODEL 
Removable Curb 
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The AUTOMATIC CUI 


that represents another 


I 


lopn 


tO manu 


1956 MODEL 
OPEN TOP 


Basket Container 


INSPECTION 
POSITION 
showing Cover 
Open and Auto- 
matic Curb in 
locked position 


@® EASY LOADING 
@ COMPLETE SAFETY 


@ FULLY AUTOMATIC 


ELLIS Automatic Curb Type Extractors are d« 
signed to accommodate all types of containers. in 
cluding the old style fixed curb, the removable 
curb type, and the new open type 


Write for details of this time-saving equipment 


2444 NORTH CRAWFEFOR D AVENUE 


Cir A aad CHICAGO KLIS aT 


Mr. George W. Kriegh, Pacific Coast Representative of The Ellis Drier Co., Pasadena, Cal. 





How to Save VALuAbLe Time 




















Here’s a shorter, simpler DRISUDZ washing formula that 
washes better! DRISUDZ on the Break to a good heavy suds. 


Then another suds without supplies—just carry-over. 


Bleach lightly and rinse—either hot or cold. Simple, isn’t it? 


No wonder washmen like it. 


Let your Cowles Technical 


4 Man help you set up this 
q simplified Quick Service 
4 DRISUDZ Formula. Now CHEMICAL COMPANY 
9 you can offer premium 


7016 Euclid Ave. « Cleveland 3, Ohio 





@ service — the very best in 
quality—at regular prices. 





